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PROGRESS IS KEY TO LIFE INSURANCE FUTURE 


William BroSmith Talks to Largest Meeting of New York Life 
Underwriters 


MEFORE the largest gathering which the Life 
Underwriters Association of New York has 
ever held (there being over eight hundred 
present) William BroSmith, vice-president 
and general counsel of the Travelers Insur- 
ance Company, on Tuesday night at the 
Hotel Astor reiterated his past statements 
to the effect that life insurance is an art and a profession. 
Merely because the business brings a pecuniary return to the 
agent, there is no reason for believing that he works solely for 
remuneration. The return, says Mr. BroSmith, is incidental. 
The primary office is the protection of the family, which is the 
unit upon which the country depends socially and economically. 

With the variety and variations of present-day contracts 
families and business institutions make alike he amply pro- 
tested. In addition to this the health work sponsored by the 
life insurance business is of prime importance. 

In spite of the wonderful progress of life insurance (and 
Mr. BroSmith here listed some of the evidences of it) he sees 
no place in the business for backwardness. There must be 
continued progress, new thoughts, new ideas, new models put 
forth. Old contracts were right enough in their time but 
they do not fit today and it must be remembered that another 
ten years will bring about new conditions which will require 
new contracts and new forms of protection. Any life insur- 
ance company which prefers to stand by old and time-honored 





practices might better be in the fire insurance business where 
they use contracts forty years old which did not fit conditions 
then and do so much less today. 

Mr. BroSmith closed with the statement that any life insur- 
ance agent who refuses to keep up with the times will surely 
find himself far behind his fellows in a few years. Agents 
especially must be familiar with and make use of the latest 
practices of the business. | 


On Business INSURANCE 

Along entirely different lines was a talk on business insur- 
ance by Clayton Hunsicker, general agent of the Fidelity 
Mutual in Philadelphia. Pointing out the absolute necessity 
for business protection of all kinds of business, whether partner- 
ships or corporations, Mr. Hunsicker went out to show that the 
prospect must be interested by showing him a solution to his 
problems. The proposition next most important is to decide 
upon the amount of insurance and get the money, in cash, if 
possible, or notes, if necessary. The final step is to draw up 
the agreement under which the business is to be administered. 

Mr. Hunsicker is not in favor of insuring corporation ex- 
ecutives for the benefit of the corporation unless the stock 
owned by that executive becomes treasury stock in return for 
the money which is paid to his wife or other beneficiary. So 
long as his stock is outstanding it constitutes a danger to the 
safe continuance of the business. 
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BRITISH LIFE ASSURANCE _DEVELOPMENT 
“The Old Equitable” and a New Scheme 


(From Our Lonpon CorrESPONDENT) 


MONG life assurance offices, The Equitable Life Assur- 
ance Society, familiarly known as “The Old Equitable,” 
occupies a position of especial honor. Ranking as the 

oldest mutual life assurance society in the world, it can claim 
to be the parent of modern life assurance in that it was the 
first society to charge premiums varying according to age and 
the first to make a practice of covering the risk of death when- 
ever it should happen instead of only for a year or some other 
short period. Founded in 1762, with the object of granting 
assurances on equitable terms as between lives of different 
ages, it originally bore the title of “The Society for Equitable 
Assurances on Lives and Survivorships.” In the matter of giv- 
ing bonuses it was the pioneer, and first granted surrender 
values—which it allows even when no more than one annual 
premium has been paid—about 100 years ago. 

Exhibiting signs of increasing vigor, the old society not very 
long since added to its program a house-purchase scheme in 
connection with endowment assurance. It has now directed its 
attention to that very considerable body of fortunate persons 
whose appointments carry pension rights, and whose require- 
ments are consequently somewhat special in character. The 
matter is ably discussed in a booklet entitled “A new form of 
assurance for persons in pensionable services,’ and the new 
policy put forward in this connection has some very striking 
features. 

A broad outline of the position points out that while a per- 
son in a pensionable service is relieved from the necessity for 
making provision for his own old age he is concerned with 
three matters presenting conflicting claims upon his available 
means, namely, (1) to provide for dependents (in most cases 
possibly a widow) after his death if his own lifetime is of nor- 
mal length, (2) to provide for dependents (which may include 
a widow and young children) should his death occur prema- 
turely, and (3) to save money and retain it in a liquid form 
against contingencies which may arise and especially as a pro- 
vision for the time when his children’s education has to be 
completed and they have to be started in careers of their own. 
With regard to the first, it is submitted that comparatively 
little difficulty is presented where the pension rights include a 
lump sum payable on retirement or earlier death, or where a 
scheme of widows’ annuities is open to members; moreover, he 
looks forward to the possibility of saving after the expensive 
time in connection with his children has passed and reasonablv 
regards the proper education and starting in life of his children 
as an additional safeguard of their mother’s interests in her 
old age. The possibility, however, of his early death leaving a 
widow and young children does occasion him concern, and he 
desires to make (without finding himself assured beyond his 
means) the greatest possible provision against that contingency ; 
and further to provide against the expensive time when he 
must pay, out of savings, the heavy charges of education, etc. 

So much for the general requirements—to meet which the 


plan propounded is an attractive one. The following is an 
illustration of how it works: A. B. marries at 29, and by the 
time he is 34 has two children aged, respectively, 2 and 4 
years. He decides that the greatest amount he can afford to 
save is £100 per annum; consequently, if his saving is carried 
out by means of a life assurance policy and if the rate of 
income tax allowance is 2/- in the £, he can pay a yearly pre- 
mium of £111, since (after taking into account the income 
tax rebate) that will cost him £100 per annum. At age 35, 
next birthday, he can in consideration of an annual premium 
of £111 obtain from the Society a 14-year policy under which 
he will be covered in the event of death for £2,400 during the 
first five years; £2,800 during the sixth, seventh and eighth 
years; £3,200 during the ninth, tenth and eleventh years, and 
£3,600 during the twelfth, thirteenth and fourteenth years, 

These are very substantial amounts; and, if he survives until 
the end of the fourteenth year, he will receive £1,554, which 
is £154 more than the net outlay taken at £100 per annum, 
and is in fact equal to a return of the total premiums of £111 
per annum. 

Should the assured desire that the policy shall mature at the 
end of the fifth, eighth or eleventh year, he can give one month’s 
notice to that effect before the termination of the year selected, 
and maturity values would be £5i0 at the end of fifth year, 
£825 at end of eighth year, and at end of eleventh year £1,160. 
Surrender values are upon a liberal scale, and range from 
£094 in the first year to £1,460 in the fourteenth. 

This form of policy is restricted to a period of fourteen 
years for ages up to forty next birthday, and to an eleven year 
period for ages forty-one to forty-five next birthday; and a 
table of benefits applicable to various ages at entry is given. 
Proportionate benefits attach to policies with greater or less 
premiums than that indicated above; the Society is, however, 
not prepared to issue a policy under this scheme for a smaller 
annual premium than one-fifth of £111, ie. £22:4:0. 





Hartford Insurance Day 

Connecticut’s annual insurance day will be held in Hartford, 
November 18. A varied and interesting program has been 
arranged. 

Speakers at the fire casualty and surety agents section will 
be George C. Bulkley, president of the Springfield Fire and 
Marine Insurance Company, and Walter H. Bennett, secretary 
of the National Association of Insurance Agents. Thomas D. 
Faulkner, president of the Connecticut Association of Insurance 
Agents, will preside. 

At the annual conference of Connecticut Life Underwriters 
at the Phoenix Mutual Life Insurance Company, John M. Hol- 
comb will preside. Edward S. Doton of New Haven will te- 
spond to the welcome. 

(Continued on page 13) 
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HE passing of Elbridge Gerry Snow, 

president of the Home Insurance 
Company of New York, removes from 
the fire insurance business one of the 
greatest personalities it has ever known. 
An astute and powerful figure, he exer- 
cised an influence over the business which 
was not surpassed. He succeeded in 
building up one of the most powerful 
fire insurance organizations in the coun- 
try, not so much by the driving methods 
which often characterize great executives, 
as by the force of an outstanding person- 
ality which commanded respect and at- 
tention from all sides. He left behind 
him an official staff which is noted for 
its strength and the members of which 
have been identified with the manage- 
ment of the company for many years. 
These men, while all of them are of 
acknowledged strength, never outshad- 
owed their leader, despite the heavy re- 
sponsibilities which he placed upon them. 
Mr. Snow builded so well that his death 
will leave but a small space to fill. It is 
not often that a great executive leaves 
his business so well prepared to with- 
stand the shock of his loss. 





TATISTICIANS seem to be doing 
their worst to make the lot of the 
poor bachelor harder. A determined ef- 


fort seems to be afoot to prove that they 
do not live as long as married men and, 
therefore, should pay more for their life 
insurance. An eminent Scotsman is cred- 
ited with the statement that “bachelor- 
hood is more destructive to long life than 


the most unwholesome of trades.” What 
an indictment of bachelorhood! Even the 
writer feels sorry for himself. The out- 
look for him and his ilk is most discourag- 
ing. The bachelors must either get 
married or set their affairs in order. One 
thing is sure, that life insurance agents 
have a great opportunity to line up the 
bachelors while the rates for them are 
still on an equal with those for married 
men. It takes a long time for the com- 
panies to act on rate matters and, mean- 
time, there should be a harvest. This is 
one of the best arguments we have ever 
seen for selling life insurance to bachelors. 
Ordinarily they are “tough” customers, 
but armed with such an argument the life 
insurance agent should find them an easy 
mark. We feel certain that they will not 
neglect the opportunity. The marriage 
market ought to look up now that the 
truth is out. ’ 





REDERICK L. HOFFMAN, con- 

sulting statistician of the Pruden- 
tial Insurance Company of America, 
is probably the most indefatigable investi- 
gator in the country. Through the col- 
umns of THe Spectator he has rendered 
a tremendous service to the insurance 
business along widely varied lines. At 
present he is conducting no less than 
twenty-nine separate studies, most of 
which will have some effect upon the in- 
surance business. Among them is an in- 
vestigation of the hazards of aviation for 
a number of life insurance companies. At 
the instance of the editor of THE Spec- 
TATOR he is delving deeply into the sub- 
ject of earthquake hazards and a series 
of articles by him upon this subject will 
shortly appear in these columns. When 
completed they will form the most thor- 
ough treatise on the subject that has ever 
heen written and are expected to form a 
guide to the companies interested in earth- 
quake insurance for many years to come. 
Dr. Hoffman’s health work has been of 
inestimable value and he has come to be a 
widely recognized authority. The insur- 
ance business owes much to the energy 
and ability of this man. 





HUS far this year the fire losses in 
the United States and Canada as 
compiled by the Journal of Commerce, 
New York, have amounted to some 
$6,000,000 more than in the first ten 
months of last year, although the October 


~ 


3 


loss was about $4,000,000 less than in 
October, 1924. The total for the first ten 
months of 1925 is a trifle short of $300,- 
000,000. Last year the November and 
December losses were exceptionally 
heavy, having exceeded $83,000,000, so 
that the total for 1924 was over $377,- 
000,000. If however, the loss in the last 
two months of the current year should 
run about the normal amount, the total 
for the year would be about $355,000,000, 
against $377,000,000 in 1924 and $389,- 
000,000 in 1923. Therefore, barring ex- 
ceptionally heavy losses, the underwrit- 
ing results for this year ought to be 
somewhat more favorable than they were 
in either of the last two preceding years. 





Is This a Modern Rebate Development? 
[To the Editor of THE Specrator] 

Yesterday I received the following bit of 
gossip from a relative who is not in the in- 
surance business. This, I think, may interest 
you, but you can understand that I would not 
like my name to appear in any published mat- 
ter regarding it. It may have already come 
to your notice from other sources, as I under- 
stand certain agents are watching to see 
whether anything happens. The story runs 
about as follows: 

A certain agent, at the beginning of each 
calendar year, forms a corporation whose ac- 
tual purpose is the conducting of an agency. 
This company has a certain amount of author- 
ized capital stock, of which only a_ small 
amount is issued at the formation of the com- 
pany. The rest of the stock is sold only to 
persons who take insurance through the 
egency. The details as to amount sold to each 
such party were not given, but one may assume 
that the price paid for the stock may have had 
a certain constant percentage relationship to 
the amount of the first premium paid for the 
insurance, 

At the end of the year the company is dis- 
solved, and, of course, its assets are distrib- 
uted to the stockholders. The details of the 
contract between the licensed agent and the 
agency company were not given; the amount 
of surplus which the company would have for 
distribution over and above the sums contrib- 
uted in payment for the shares of stock was 
not stated, nor was the name of the agent 
given who is carrying out this plan. 

You can draw your own conclusions as to 
the practical effect of this arrangement. 

New York, November 2. W. R. M. 


State Mutual’s Chicago Offices 
Consolidated 

The State Mutual Life Assurance Company 
of Worcester, Mass., consolidated its two Chi- 
cago General Agency offices, the change being 
effective November 2. The two agencies were 
formerly in the charge of Edgar H. Carmack 
& Everts Wrenn, and on account of the death 
of Mr. Carmack, October 27, it was thought 
that the best interests of the company would 
be served if the company’s entire business were 
given to one agency. Mr. Wrenn is in charge 
of the remaining agency which is at 511 Gas 
building, Chicago, II. 
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THE DAY AFTER | 


i ID HE CARRY LIFE INSURANCE?” 

The question is invariably asked If the reply 

is ‘‘No’’, was the deceased fully responsible for the 
condition ? 


The science of good salesmanship balks at no 
prospect, whether he is indifferent or disinterested. 
The representative who neglec.s an uninsured person 
because he is seemingly hard-boiled is not in full 
accord with the plan of live insurance—not loyal to 
its purposes and projects. 


The great selling fac.or is the human factor 
and it is well to remember that we must first sell our 
ideas of the goods we have to offer before we sell the 
goods. The ethics of real salesmanship demand truth 
and honesty, so that our appeal may not lack in the 
essential qualities of right thinking for the prospect s 
benefit. 


We can inspire confidence only as we place our- 
selves in the other fellow’s shoes, and by kindly interest 
and persistent endeavor make him an enthusiastic 
member in a three cornered partnership, composed of 
the Company, himself and ourselves, with loyalty as 


its keystone. 


Let us aim to have fewer ‘‘Noes’’ to the question, 


“DID HE CARRY LIFE INSURANCE?” 


The Prudential Insurance Company of America 
EDWARD D. DUFFIELD, President 


FHiome Office, Newark, New Jersey 













ai 






x 
= eal 











000000000000000000000000 


Za 






A 
oss 





> 








_ oe 


5S 


00000000 


#3 
he 









eeeee 








0000000 






—— 
Soc 





a. 
SS 


















00000000000000000000000 






x 
gy 




















TY 
cS 
== 






















OP ma 











SIA : rey 
SII TOOTS 











<u . 6 





Couns 


App 
other | 
suranc 
ing he 
Comm 
annour 
seph, 
part 0: 
cepted 
of Ohi 
would 
auditor 
funds 
The ca 
this api 
out. T 
Mitchel 
at $3,57 
carried 
Marwic 
net surt 

Tt ha: 
that nev 
in whicl 
and Kar 
the forr 
Estate | 

Elwoo 
eral cou 
the follc 
is indice 
matter : 

As ge 
have mo 
financial 
and we 
solvent, 
decidedly 

When 
ers of thi 
or surret 
outside ir 
capital, y 
the purch 
at a pric 
those who 
other stoc 
the Stock 
posed of 
Guthrie C 
and Clarl 

That cc 
holder an 
time and | 
by procur 
will contit 
assessment 
rights, 

We wat 
Stockholde 
Tanged, ar 
Pany and | 
tO assess 
the sale ¢ 
mined that 
an indeper 
but they r 

















November 12, 1925 


THE SPECTATOR 


Life Insurance 








INTER-SOUTHERN LIFE 





Ernst & Ernst Appraisals to 
Stand 





LETTER TO STOCKHOLDERS 





Counsel Will Oppose Stock Assessment— 
Committee Active 


Appraisals of the home office building and 
other properties of the Inter-Southern Life In- 
surance Company, of Louisville, Ky., are figur- 
ing heavily in the future of that company. 
Commissioner S. M. Saufley, of Kentucky, has 
announced that the appraisal, by Joseph & Jo- 
seph, of the home office building, which was a 
part of the Ernst & Ernst report, will be ac- 
cepted as official by him and the departments 
of Ohio, Indiana, Tennessee and Illinois. This 
would reduce the appraisal of the company 
auditors by $301,000, reducing the unassigned 
funds and capital from $830,412 to $520,412. 
The capital of the company is $675,957. Thus by 
this appraisal the net surplus is entirely wiped 
out. The company’s auditors, Peat, Marwick, 
Mitchell & Co. valued the home office building 
at $3,579,508, while the Ernst & Ernst report 
carried it at $3,199,000. According to the Peat, 
Marwick, Mitchell figures the company has a 
net surplus of $155,142. 

It has also been announced by Mr. Saufley 
that new appraisals are to be made of property 
in which the company is interested in Chicago 
and Kansas City, by the Illinois department in 
the former case and by the Kansas City Real 
Estate Board in the latter. 

Elwood Hamilton & Ernest Woodward, gen- 
eral counsel for the company, have sent out 
the following letter to the stockholders which 
is indicative of the company’s stand in the 
matter : 


As general counsel for this company, we 
have months past thoroughly investigated its 
financial condition and the conduct of its affairs, 
and we know that the company is entirely 
solvent, and that its capital stock is worth 
decidedly more than its par value. 

When it was suggested that the stockhold- 
ers of this company would have to be assessed 
or surrender the control of the company to 
outside interests that might advance additional 
capital, we undertook to and did arrange for 
the purchase of a large amount of this stock 
at a price exactly double its par value, and 
those who purchased the stock, and hundreds of 
other stockholders, have pooled their stock with 
the Stockholders’ Protective Committee, com- 
posed of Messrs. William F. Bradshaw, J. 
Guthrie Coke, Lee L. Miles, Ralph M. Barker 
and Clark B. Patterson. 

That committee has rendered every stock- 
holder an invaluable service by devoting much 
time and ability to the company’s affairs, and 
by procuring financial support that has and 
will continue to protect the stockholders from 
ee or from surrendering any of their 

&, 

We want to emphasize the fact that this 
Stockholders’ Protective Committee has ar- 
ranged, and is prepared to protect the com- 
pany and every stockholder against any effort 
{0 assess the stockholders, or to bring about 
the sale of this company. They are deter- 
mined that the company shall go forward as 
an independent Kentucky insurance company, 
but they need the support of you and every 


LIFE PRESIDENTS’ PROGRAM 


Final Arrangements Concluded and Speak- 
ers by Sessions Announced 


The final program for the annual meeting 
of the Association of Life Insurance Presi- 
dents, to be held at the Hotel Astor, New York, 
Thursday and Friday, December 3 and 4, has 
been announced and is set forth below: 


Thursday, December 3, 10.00 A. M. 


William A. Law, chairman; president, Penn Mutual 
Life Insurance Company, Philadelphia, Pa. 

What Tax Reform Is Practicable? Hon. David A. 
Reed, United States Senator from Pennsylvania, 
Pittsburgh. 

The Response of the Life Insurance Companies to 
the Nation’s Demand for Funds, Robert W. Hunting- 
ton, president, Connecticut General Life Insurance 
Company, Hartford, Conn. 

The Rise of Canada, 
LL.D., president, Municipal 
Toronto, Ont. 


Sir John Willison, K.B., 
Bankers Corporation, 


Thursday, December 3, 2:30 P. M. 

Railroad Health a National Asset, Carl R. Gray, 
president, Union Pacific System, Omaha, Neb. 

Improved Methods in State Administration, Hon. 
Angus W. McLean, Governor of North Carolina, 
Raleigh. 

Legislative Contribution to Progress, Thomas I. 
Parkinson, vice-president, The Equitable Life Assur- 
ance Society, New York. 


Friday, December 4, 10:00 A. M. 


The Next Job in Preventive Medicine, Dr. Edwin 
W. Dwight, medical director, New England Mutual 
Life Insurance Company, Boston, Mass. 

Life Insurance from the Viewpoint of a Super- 
vising Official, Hon. William R. C. Kendrick, presi- 
dent, National Convention of Insurance Commission- 
ers; Commissioner of Insurance of Iowa, Des Moines. 

Fifty Years of Life Insurance, Haley Fiske, presi- 
dent, Metropolitan Life Insurance Company, New 
York. 

Friday, December 4, 2:30 P. M. 

The Problem of the Disabled Policyholder, Arthur 
Hunter, chief actuary, New York Life Insurance Com- 
pany, New York. 

Influence of the Medical Examination on Life 
Underwriting, Arthur B. Wood, president of The 
Actuarial Society of America; vice-president and actu- 
ary, Sun Life Assurance Company of Canada, Mon- 
teal, Que. 

The Menace of Taxation to Life Insurance, Wil- 


liam H. Davis, vice-president and general counsel, 
Pacific Mutual Life Insurance Company, Los An- 
geles, Cal. 


Tribute to the Memory of 
Jos E. Hences 
By his friend, Epwarp D. DuFFIELD 








other stockholder, and we therefore urge you 
to sign and mail to us the enclosed proxy, and 
Wwe give you our personal assurance that the 
matters stated above are true. 

Commissioner Saufley this week released a 
letter from the minority directors Stanley Reed 
and Ellsworth Regenstein, in which the Chi- 
cago and Kansas City loans were criticized. 
Upon receipt of the letter, the Commissioner 
at once sent a copy to President James R. Duf- 
fin and awaited his reply before releasing the 
information. Both letters appeared simultane- 
ously in the Louisville daily press, Mr. Duffin 
refuting the charges made by the directors. 


—The International Life Insurance Company of St. 
Louis, Mo., must pay the $50,000 joint policy which 
covered the life of the late Federal Judge J. W. 
Ross of Jackson, Tenn. 


GALAXY OF BRILLIANCE 


ee 


Life Agency Officers’ Dinner 
Plans 





MANAGERS DUE FOR BIG TREAT 





Newspaper Men Comb Middle West to 
Stage Forum on Wide Range of 
Subjects 
A veritable galaxy of the most brilliant and 
outstanding minds of the Middle West will 
confront the guests at the annual banquet of 
the Life Agency Officers Association which 
will be held in connection with its meeting at 
the Edgewater Beach Hotel next week. A 
committee of insurance journalists were given 
charge of the program, and the members have 
spent weeks in making the arrangements. 
What “Time” does on paper this committee 

will attempt to do by word of mouth. 

Accordingly six speakers have been secured 
to conduct a forum on an equal variety of sub- 
jects. Every one of them is a nationally known 
figure and a leader in his own particular field 
as well as being a prominent author. They 
are as follows: 

Dean C. M. Thompson, University of Illi- 
nois, Finance and Economics. 

Dr. J. W. Garner—The International Situa- 
tion—Balkans, Riffs, Security Pacts, etc. 

Bernadotte Schmitt, University of Chicago, 
Lessons from History. 

Col. R. R. McCormick, publisher, Chicago 
Tribune, Insurance. 

Wallace Bruce Amsbury, Armour Institute, 
French Dialect Poems. 

Dr. Morris Fishbein, author of Medical Fol- 
lies, Freud, Mental Complexes. 

The speakers will all be limited in time. In 
addition to them it is hoped to secure a chorus 
from the Chicago Student Prince Company to 
provide entertainment. 

The committee in charge consists of Clarence 
Axman, Eastern Underwriter, chairman; C. 
M. Cartwright, National Underwriter; H. J. 
Burridge, National Underwriter; T. J. V. 
Cullen, THe Specrator; W. W. Mack, Weekly 
Underwriter; T. R. Weddell, Insurance Field; 
P. J. V. McKean, Chicago Journal of Com- 
merce. 


Death of William G. Williams 

On Monday, November 2, 1925, William G. 
Williams, general agent at Boston for the 
State Mutual Life Assurance Company of 
Worcester, Mass., died at his home. His thirty 
years of service with the State Mutual made 
him a host of friends and his loss will be 
keenly felt. 


Appoints Oklahoma State Manager 
The American National Insurance Company 
of Galveston, Texas, has announced the ap- 
pointment of T. J. Lucado as Oklahoma State 
manager for the company. Mr. Lucado has 
been a general agent of the Atlas Life. 
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IN FIVE YEARS— 


~The Missouri State Life 
HAS 


— increased its life insurance in force 


$261,000,000 


— increased the number of lives insured 


105,000 
$30,000,000 


— increased its Group insurance in force 


$58,000,000 


— increased its Accident and Health annual premium income 


$439,000 


— increased its field organization more than 100 per cent. 


— increased its assets 


— increased its Home Office by the addition of five stories 
MOGI 
THE COMPANY OF OPPORTUNITIES 


NOIR 


MISSOURI STATE LIFE INSURANCE COMPANY 


M. E. SINGLETON, President HOME OFFICE, ST.LOUIS 
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WRITES NEARLY 700 APPLICATIONS 
IN ONE MONTH 


Ernest B. Houghton Breaks Record in 
Guardian Life Contest , 


Ernest B. Houghton, manager for the Guar- 
dian Life Insurance Company of America at 
Rochester, New York, because of his success- 
ful completion of his attempt to establish a new 
world's record for monthly production, might 
rightly be called the champion of life insur- 
ance underwriters. 

Mr. Houghton’s record of 650 applications 
for $876,300 in twenty-seven working days is 
unprecedented in the annals of life insurance 
salesmanship. Contrary to the general impres- 
sion of record-breaking campaigns, little, if any, 
of this business was “forced.” In fact, a great 
portion of Mr. Houghton’s cases were “binding 
receipt detached full premium remitted.” 

Mr. Houghton’s success was the result of a 


well planned and executed campaign. Almost 





Ernest B. Houcuton 


Manager at Rochester, Guardian Life Insur- 
ance Company of America 


every move was plotted in advance to conserve 
hoth his time and energy. Full and half-page 
newspaper advertisements were used through- 
out the month, as well as circular letters to pol- 
iyholders and prospects to acquaint the public 
with the object of his campaign. Once started, 
he took his way calmly along, turning in an 
average of twenty-five to thirty applications 
daily. He finished his strenuous month in excel- 
lent health and spirits, fifteen pounds lighter 
in weight, but with no ill effects whatever. 

The occasion of Mr. Houghton’s unusual 
effort was President’s Month, inaugurated in 
honor of President Carl Heye of the Guar- 
dian. Because of his championship record, Mr. 
Houghton led the entire Guardian field force 
by a tremendous margin. In appreciation of 
his efforts, it is planned to give him a testi- 
monial dinner at Rochester at which Vice- 
President T. Louis Hansen of the Guardian 
will preside. 

Mr. Houghton’s is the third world’s record 
brought to the Guardian in as many months. 
The first was the one-day record of E. A. Gil- 


lispie of the Guardian's Shreveport, La., 


agency, who wrote 101 applications in one day 
last August. Mr. Houghton himself broke this 


RULES ON DISABILITY 


New York Department Sets Reserve 
Basis 





HUNTER’S TABLES CITED 


Questionnaire as to Company Practices 
Sent Out—Opinions Requested 
James A. Beha, Superintendent of Insur- 
ance of New York, has issued the following 
ruling relative to reserves for total and perma- 
nent disability and accidental death benefits in- 
cluded in life policies and for claims on dis- 

abled lives: 


Some questions have been raised regarding 
the requirement of this department in connec- 
tion with the above reserves. In order to re- 
move all possibility of misunderstanding on the 
part of any company, this is to advise that in 
accordance with the power conferred upon the 
Superintendent of Insurance by Subdivision 4 
of Section 84, New York Insurance Law, and 
in view of other provisions of the New York 
Law, this department holds that the reserves 
for total and permanent disability benefits in- 
cluded in life policies and for claims on dis- 
abled lives must be calculated on basis at least 
as high as Hunter’s Disability and Disabled 
Lives Tables, with 3 per cent or 3% per cent 
interest. 

This department desires information on the 
following points: 

1. Is the practice of your company in ac- 
cordance with the above ruling? 

2. Does your company carry reserves for 
the above benefits in excess of the reserves 
based on Hunter’s Tables? If so, explain 
briefly and state the amount of excess of such 
reserves over reserves based on Hunter’s 
Tables. 

3. If the disability benefits contained in any 
of your policies provide that the insured shall 
be presumed to be permanently disabled after 
he has been totally disabled for a specified pe- 
riod, such as three months, please state whether 
or not you carry any additional reserve to cover 
such temporary disability benefits as are not 
covered by Hunter’s Tables. Also state your 
method of calculating such additional reserve 
and the approximate amount thereof. 

4. In case your company carries additional 
reserves to cover any other benefits which are 
not fully covered by Hunter's Tables, please 
state the method of calculation and the approxi- 
mate amounts of the additional reserves. 

5. Are your gross premiums for disability 
benefits at least as high as the net premiums 
based on Hunter’s Disability Tables? If not, 
please state the amount of deficiency reserve 
carried by your company. 

6. Are your “waiver of premium” reserves 
calculated to cover the waiver of the gross in- 
stead of the net premiums? 

If your company includes accidental 
death benefits in its life policies, please state 
the net and gross premiums charged for such 
benefits. Also state the method of calculating 
the reserve for such benefits included in limited 
payment life and other similar policies under 
which the benefits continue in force after the 
premiums cease. 

If the experience of the companies, which 
I understand is now being tabulated and analy- 
zed, indicates that Hunter’s Disability Tables 
are not satisfactory as reserve basis, we would 
invite the expression of your opinion on the 
matter. 








good record when he submitted 117 applications 
in one day during his October campaign. 
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Arkansas Assessment Companies Affected 


by New Law 
Littte Rock, Arx., November 7.—Eight 


assessment insurance companies in Arkansas 
have merged or reinsured with other companies 
and fourteen have quit business as a result of 
the enforcement of insurance reform laws 
passed by the last legislature, according to rec- 
ords in the Department of Insurance and Rev- 
The act affecting some of the mutual 
assessment companies doing business in the 
State is No. 139, which was introduced by 
Senator Robert Bailey. The bill’s title showed 
that it was intended to define assessment life, 
health and accident associations or companies, 
industrial insurance companies, to provide meth- 
ods of organization and operation for such 
companies and to regulate their activities. The 
list of assessment companies making changes 
since enactment of the new law follows: 


cnues. 


American Mutual Union, Eureka Springs, 
merged with the American Insurance Union at 
Columbus, O. 

Mutual Life Insurance Association of Fayet- 
teville taken over by the Arkansas Life Asso- 
ciation of Fayetteville. 

Arkansas Mutual Benevolent 
McGehee, quit business. 

Arkansas Mutual Benefit Association, Cam- 
den, quit business. 

Arkansas American Life Association, Little 
Rock, quit business. 

Christian Benevolent Association of the First 
Baptist Church, Jonesboro, quit business. 

Citizens Mutual Life Association of Fayet- 
teville, taken over by Arkansas Life Associa- 
tion, Fayetteville. 

Citizens Mutual Life and Casualty Company 
of Malvern, quit business. 

Co-operative Burial and Industrial Associa- 
tion of Pine Bluff converted to stipulated pre- 
mium company with capital stock. 

Co-operative Fire Association, Fayetteville, 
quit business. 

Dixie Mutual Life 
Edmondson, quit business. 

Enterprise Mutual Insurance Company of 
Pine Bluff, reinsured with the Mammoth Life 
and Accident Insurance Company at Louisville, 
Ky. 

Farmers Mutual Fire Insurance Company of 
Malvern, quit business. : 

Globe Mutual Life Insurance Company of 
Little Rock, quit business. 

Home Mutual Life Association of Little 
Rock, reinsured with old American Insurance 
Company of Little Rock. 

Mothers Union Mutual Life Insurance Com- 
pany of Forrest City, reinsured with National 
Benefit Life Insurance Company of Washing- 
ton, D.C 

National Mutual Life Association of Harris- 
burg, quit business. 

National Reserve Insurance Company of Hot 
Springs, quit business. 

Rising Sons and Daughters Union Mutual 
Aid Society of Little Rock, quit business. 

Southern Mutual Life Association of Little 
Rock, taken over by the Southern Life Insur- 
ance Company. 

Union Mutual Life Insurance Association of 
Texarkana, permit to oreanize canceled. 
Farmers Home Mutual Life Association of 
Ft. Smith, in hands of receiver. 


Association, 


Insurance Company, 


—The Prudential Life Insurance Company has is- 
sued a $200,000 life insurance policy on the life 
of R, E. Thompson, president of R. E. Thompson 
Manufacturing Company, radio manufacturers, which 
is named as beneficiary. 
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President 


W. L. MOODY, Jr. SHEARN MOODY 
Vice-President 


June 30th, 1925 
- $269,479,554.00 


$21,606,568.43 


AMERICAN NATIONAL 


INSURANCE COMPANY 


of Galveston, Texas 


W. J. SHAW 
Secretary 


Substantial Increases Every Year 


Ordinary and Industrial Life Insurance in Force 


Good Territory in Twenty-Three States, the Republic of 
Cuba and Hawaii 

































4 SUPERVISORS WANTED 
ONE FOR EACH STATE 


Eastern Pennsylvania 
Michigan 
Indiana 


Kentucky 


Salary—Bonus—Personal Commissions, 
Renewals and Traveling Expenses to 
right men. Ages 30 to 45. Old Line 
Eastern Company—Good Contracts to 
give your General Agents and Solicitors. 
Modern Policies with latest clauses. In 
answering enclose your Photo, and Ad- 
dress confidentially. Box P17 care Tue 
SPECTATOR. 


Photo returned to you if requested. 














PUBLIC LIFE 
INSURANCE 
COMPANY 


HOME OFFICE 
CHICAGO 
ILLINOIS 


ALFRED CLOVER 
PRESIDENT 
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General Electric Takes Out Biggest Group 
Policy 

A new group life insurance program by which 
70,000 employees will benefit has been an- 
nounced by the General Electric Company.: The 
total insurance, about $170,000,000, the largest 

oup life insurance program ever written, is 
to be handled by the Metropolitan Life and the 
Travelers. The Metropolitan will insure the 
employees of apparatus works and sales offices, 
while the Travelers will cover the personnel 
of the incandescent lamp factories and sales 
offices. This is the second time the General 
Electric has lead all other employers in the 
scope of its group policies. In 1919, it took 
out a group contract for $56,000,000, then the 
largest ever issued, all underwritten by the 
Metropolitan. 

The basis for the amounts of insurance un- 
der the new contracts is to be the individual’s 
earnings and length of service. In addition to 
the insurance paid for by the company, the 
employees can secure at their own expense 
additional insurance to that furnished them. A 
special arrangement has also been made so that 
the employees may get additional insurance 
beyond the limits of the group poncy, and 
authorize the General Electric to deduct the 
full premiums from their pay in equal monthly 
instalments. 

Another feature of this form of cover is 
free nursing service provided by the insurance 
company and a provision for paying monthly 
instalments to employees who become totally or 
permanently disabled before the age of sixty, 
by accident or disease from any cause. 


Appoints Philip D. Cunningham 

The Mutual Life Insurance Company of 
New York has appointed Philip D. Cunning- 
ham of New York as manager of its agency 
in New York city at 32 Liberty street, to suc- 
ceed Thomas C. Bell, who has been trans- 
ferred to the agency department at the home 
office. 

Mr. Cunningham began his field experience 
in the Liberty street agency in 1913. He was 
a steady producer from his first year, and 
qualified seven times for the company’s field 
clubs, 

Mr. Cunningham is a man of high character, 
well known and popular. 
unusual energy and his personality and capa- 
bility are such that all who know him expect 
to see him make a further distinguished suc- 
cess in his new connection in the Metropolitan 
field. The company states that it has full 
confidence in his ability to make his agency one 
of the foremost agencies in the field, 


He is a worker of 





Death of David Lewis 

David Lewis, treasurer of the Mutual Assur- 
ance Company for Insuring Houses from Loss 
by Fire, died in Philadelphia Monday, Novem- 
ber 2, after a long illness. Mr. Lewis held the 
tank of lieutenant-colonel in the Army, having 
served in the Spanish-American and World 
Wars. The Mutual Assurance is one of Phil- 
adelphia’s historic fire mutuals. 


Hotel Insures Guests with Missouri State 
Life 

An arrangement for insuring the lives of 
guests of the hotel for forty-eight hours after 
checking out, has been completed between the 
Book-Cadillac Hotel of Detroit and the Mis- 
sourt State Life Insurance Company of St. 
Louis, it has been announced by Roy Car- 
ruthers, president of the Book-Cadillac Com- 
pany. It is expected that operation of the plan 
will start at once, and that $1,000,000,000 worth 
of insurance will be involved during the first 
year. 

According to Mr. Carruthers, the plan would 
affect daily five hundred guests of the hotel. 
The guest is covered against loss of life and 
against disability, receiving the policy at no 
cost to himself at the time the hotel renders its 
statement. The policy provides a $5000 pay- 
ment for loss of life, $2500 for loss of limb, 
and $25 weekly for wholly disabling injuries 
within forty-eight hours after the issuance of 
the policy. 


Equitable Savings to Reduce Capital 

ToreKA, Kan., November 7.—The Equitable 
Savings Life Insurance Company of Kansas 
City, Kan., organized two years ago as a stock 
with policy company has asked authority of the 
State charter board to reduce its stock from 
five hundred thousand dollars to two hundred 
thousand dollars. The company has had a hard 
time getting organized and there is to be a 
change in the officers shortly, E. M. Spicer 
dropping out of the company as its president, 
and other changes are expected. 

The promoters of the company have sub- 
scribed for one hundred thousand dollars’ 
worth of the stock, for which they are to pay 
50 per cent above the par value. They are 
not to be permitted to sell this stock during 
the organization activities. The officers of the 
company as it is being reorganized hope and 
expect to have the company going along 
aggressively shortly after the first of the year. 


Hearing on American Men Mortality 
Table 

The committee appointed at the San Antonio 
meeting of the National Convention of Insur- 
ance Commissioners to consider the advisability 
of making the American Men Mortality Table 
a permissive legal valuation standard will hold 
a public meeting at the Hotel Astor, New York 
city, at 10 a. m. on next Thursday, November 
19, announcement has been made by William 
M. Corcoran, chairman. All interested parties 
will be allowed to present their views. 


Correction Concerning State Life of 
Indianapolis 
In the Compendium of Official Life Insur- 
ance Reports, 1925 edition, on page 119, the 
State Life of Indianapolis is shown as having 
a capital stock of $2,000,000, whereas the com- 
pany is mutual in form and has no capital 
stock. This correction also applies to the data 
shown on page 421 of The Insurance Year 
Book for 1925, Life Volume. 


rE 





BANG! 


New Territory— 
New Opportunities 


Have just opened Pennsylvania 
and California and have a number 
of very desirable openings for good 
men. Special Agents and District 
Managers can make fine connec- 
tions. Also some good positions 
open in Michigan, Indiana, IIli- 
nois, Kansas and Missouri. 


Address communications direct 
to Home Office, South Bend, Ind. 


Income Guaranty Company 


(STOCK COMPANY) 











Colonial Life of High Point, N. C. 

The Colonial Life of High Point, N. C, 
which has been in business seventeen months, 
now has $3,800,000 of insurance in force, and 
since it began business has only had one death 
claim. In this case the policyholder, a physi- 
cian, was murdered by a drink-crazed negro. 
It is, therefore, evident that the company’s 
selection of risks is excellent. The Colonial 
writes participating policies, though in The 
Insurance Year Book for 1925 it was errone- 
ously stated that it writes non-participating 
business. It is a stock company, but writes a 
policy which definitely assigns to the policy- 
holder a certain percentage of the profit real- 
ized from the business now written as a sep- 
arate class. The company’s officers and di- 
rectors are endeavoring in every possible way 
to build up the company on a solid foundation, 
and to render real service to policyholders with 


low cost. 


Guardian Life Has Record President’s 
Month 

The President’s Month of the Guardian Life 
Insurance Company of America, which closed 
on October 31, ended in a new triumph for 
the field force of that company. The final count 
for the month showed a production of $11,884,- 
756, establishing a new high mark for the 
company and one exceeding October, 1924, by 
58 per cent, and the Guardian’s best previous- 
month (April, 1925), by 18 per cent. 

The outstanding feature of the month was 
the extraordinary volume secured on October 
31—$1,036,800—which established a new one- 
day record of production for the Guardian. 


Toledo General Agent for State Mutual 

Marion T. Watson has been appointed gen- 
eral agent in charge of the Toledo office of 
the State Mutual Life Assurance Company of 
Worcester, Mass., effective November 16. He 
will retain the present offices of the company. 
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SPEAKS TO BUFFALO UNDERWRITERS 
Charles A. Hinkley Says Work Means 
More Than Skill to Life Agent 

Burrato, N. Y. November 10.—Charles A. 
Hinkley, Buffalo manager of the New Eng- 
land Mutual, spoke before about 200 members 
of the Buffalo Life Underwriters and their 
wives tonight. 

Mr. Hinkley, who is known as a million-dol- 
lar producer, said that any young man in life 
insurance to-day could become a big business 
producer if he was willing to pay the price. 
Hard work in the field is not necessarily the 
key to success, he claimed. The price the big 
producer of to-morrow must pay is unremit- 
ting study of insurance in all its phases—of 
business, of psychology and of human nature. 
He must devote his whole life to learning how 
he can benefit men through the institution of 
life insurance. Knowledge, not work, is the 
only secret possessed by the most successful 
life insurance salesmen. 

The speaker said the worst thing that could 
happen to him would be to become known as a 
skillful salesman. Men build barriers between 
themselves and the man with a reputation as a 
clever salesman. Instead of trying to sell a 
man life insurance, Mr. Hinkley advised his 
auditors, make him feel that you are trying to 
help him establish definitely and beyond doubt 
exactly what he hopes to accomplish if he lives 
his life out. 


Life Insurance Law Chart, 1925-1926 

The Life Insurance Law Chart for 1925-1926 
has been published by The Spectator Company, 
New York. It is of great value not only be- 
cause of the vast amount of concentrated in- 
formation which it presents relating to the 
legal requirements of the respective States 
concerning life insurance, but is of exceptional 
service as a checking list of the statutory re- 
quirements in the various States. By using 
this chart for reference as to the different re- 
quirements in the respective States, a company 
is able to make sure that it is complying with 
all the legal requirements and that it is thus 
avoiding the chance of legal penalties being 
imposed upon it. The column headings, which 
indicate the character of the information con- 
tained in the chart, are as follows: 

Annual fees (company license; total other 
fees); Expiration Company License; Fee for 
Agent’s License and Date of Expiration 
(local; general); Resident Agent’s Law: Re- 
ciprocal Law; Attorney for Service; Company 
Examinations (when; fee); Valuation of Poli- 
cies (basis; fee) ; Non-forfeiture; Policy Form 
or Provisions; Surplus Distribution Periods; 
Anti-Discrimination; Statements, Final Date 
for Filing (annual tax); Legal Publications 
(number of papers; number of times): State 
Tax and Final Date for Payment (premium; 
any other); Local Taxation; Regulations Gov- 
erning Advertisements; Bond to State, Agent 
or Company; Warranty Defined; Miscellane- 
ous Provisions. 

It is evident from the above that the Life 
Insurance Law Chart is a most serviceable pub- 





lication for life insurance companies, as it sets 
forth the important features of the various 
State laws with which they must comply. The 
information in the particular columns is ampli- 
fied by foot-notes containing additional ex- 
planation. The data cover each State and 
territory, and also the Dominion of Canada. 

The Life Insurance Law Chart is tinned at 
the top and the bottom, and is provided with a 
hanger so that it may be conveniently hung on 
a wall or a partition. Its price is $4 per copy, 
with a discount of 20 per cent on I00 copies 
or more. 


ROY L. BECK APPOINTED 
Becomes Sales Promotion Manager of 
Continental Life 

St. Lovrs, Mo., November 10.—Edmund P. 
Melson, president of the Continental Life In- 
surance Company, St. Louis, has announced the 
appointment of Roy L. Beck of St. Louis as 
director of sales promotion for the Continental. 

Mr. Beck organized and for three years di- 
rected the sales service department of the Mis- 
souri State Life. 

“Bulletin Beck,” as he was happily known 
among his friends, began his insurance career 
in 1914 as special agent for the Missouri State 
Life in St. Louis. He remained with that com- 
pany for more than eleven years, having tend- 
ered his resignation, to take effect September 
15. For five years he was a special agent in 
St. Louis, qualifying for the Agency Club trip 
to California his first year, and being a con- 
sistent member thereafter. 

He was given a leave of absence by his com- 
pany to enter Y. M. C. A. work at Camp Tay- 
lor during the World War. Upon returning 
from this service, Mr. Beck was called into 
the home office of the Missouri State Life in 
1920 to edit the Weekly Agency Bulletin. It 
was through his original and unique presenta- 
tion of new and interesting sales ideas that he 
won the significant title of “Bulletin Beck” 
from the field force. From this it was only a 
step to the organization of a sales service ¢le- 
partment with an expert personnel which func- 
tioned very actively during a period of unusual 
growth of that company. 

In 1923 Mr. Beck went into the field again 
with the rate book with the idea of handling 
larger lines in order to get the viewpoint of 
the large producer and the larger buyer of 
life insurance. Within twelve months a dozen 
of his sales totaled nearly $400,000, and at the 
close of the Club Year he ranked high in the 
company’s Quarter Million Dollar Club. 


Midwest Life of Chicago Financed 

Cuicaco, Iti., November 10.—Announcement 
has been made that the stock of the newly or- 
ganized Midwest Life Insurance Company of 
Chicago has been practically all subscribed, so 
nearly so that the subscriptions are being called 
and plans being made to start in business. Fred 
Warner, who is president of the board of in- 
corporators, says that a deposit will shortly be 
made in the State of Illinois and a license ap- 


ae 


R. B. JONES DEAD 

Father of Cliff C. Jones Passes Away 

Suddenly . 

Kansas City, Mo., November 9.—Insurance 
circles of Kansas City are mourning the deat) 
yesterday of Richard B. Jones, for many years 
prominently identified with business and civic 
life here. 

Mr. Jones was seventy-six years old and had 
lived in Kansas City since 1887. Two years 
later, or in 1889, he established the insurance 
firm now known as R. B. Jones & Sons, one 
of the largest agency firms in the West. Mr. 
Jones was one of the first presidents of the 
Kansas City Fire Insurance Agents Association, 
He was a veteran of the Civil War, having 
joined the Confederate State militia at the age 
of twelve. 

The work started by Mr. Jones will be car- 
ried on by his four sons, Moton T. Jones, R, 
Bryson Jones, Cary W. Jones and Cliff ¢ 
Jones. The last named is president of the No- 
tional Association of Insurance Agents, 


Iowa Fire Prevention Association Will 
Meet November 13 

Des Mornts, Ia., Oct. 26.—C. W. Borrett, 
secretary of the Jowa State Fire Prevention 
Association, announces the annual meeting of 
the organization in the Ivory Rcom at Harris- 
Emery’s Friday evening, November 13. The 
annual dinner will! be served at 6:30, preceding 
the business session. Mr. Borrett states in his 
announcement that the meeting has every in- 
cication of a large attendance, and the execu- 
tive committee is leaving nothing undone to 
make it a record-breaker, both in attendance 
and interest. The successful campaigns fea- 
tured the past year by this organizaiton have 
given it a prestige for service that promises 
a large increase in membership in another year. 
Towns and cities inspected are beginning to 
realize the practical results that accrue from 
the services rendered. The influence of the 
several inspection campaigns has far exceeded 
the environs of the communities visited, and 
civic organizations all over the State are 
adopting the methods set on foot by the Fire 
Prevention Association and urging the adoption 
of its methods and policies in eliminating fire 
hazards. Millions of dollars have been savel 
through the work accomplished. 


Brooklyn National Life’s Formal Start 

On Monday, November 16, the new Brook- 
lyn National Life of Brooklyn, N. Y., wil 
formally begin business, and its first policy 
will be one upon the life of Superintendent of 
Insurance James A. Beha of New York. There 
will be interesting ceremonies on Monday 
afternoon at the Chamber of Commerce, where 
numerous prominent citizens will convene 9 
start the new institution auspiciously upon ts 
career. 








plied for. Subsequently the company will enter 
other States. The authorized capital of th 
company is $100,000. 
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ELBRIDGE GERRY SNOW DEAD 





Home Insurance Company’s President Passes Away Suddenly Saturday 
Afternoon 





BUILT 


UP MARVELOUS ORGANIZATION 





Was Called Grand Old Man of Fire Insurance—Active to Day of Death at Eighty- 
Five Years—Was With Company for Sixty-Three Years 


The “Grand Old Man of Fire Insurance” is 
dead. Elbridge Gerry Snow, president of the 
Home Insurance Company of New York, 
passed away, after a brief illness, at 3:30 
o'clock Saturday afternoon. He had been con- 
nected with his company for sixty-three years, 
as president for twenty-one of them. Mr. 
Snow had seemed to be recovering from a cold 
contracted some two weeks ago, when com- 
plications suddenly set in, resulting, on Friday, 
in a stroke from which he did not recover. His 
condition grew worse rapidly on Saturday un- 
til the end came. 

Although very nearly eighty-five years of 
age Mr. Snow was an active force in the world 
of fire insurance up to the moment of his 
death, and was held by many to have been the 
greatest underwriter of all time. He was the 
head of one of the largest and greatest of 
American fire insurance organizations, and was 
able to attract and hold executive talent of a 
very high order, many of the Home’s officers 
being of presidential caliber. A man of re- 
markable personality, who was held in high 
respect on every side, he ruled his vast inter- 
ests with an easy hand that nevertheless accom- 
plished great things. Mr. Snow never allowed 
himself to be governed by the past, but main- 
tained close touch with the present. Mentally 
and physically he was a young man. His ad- 
ministration of the affairs of his company was 
ample proof of that. 

Although the history of the Home and of 
Mr. Snow are closely woven together, he act- 
ing largely as a guiding genius, resting heavy 
responsibilities upon the capable and efficient 
official family with which he surrounded him- 
self. A great leader himself, he so well or- 
ganized the forces under him that it may be 
expected that his passing will hardly create a 
ripple in the smooth functioning of the Home 
Insurance Company. 

Elbridge Gerry Snow was born at Barkham- 
sted, Conn., January 22, 1841, and received his 
early education in the common schools of 
Waterbury, Conn. Later he attended Fort 
Edward Institute, New York, studied law in 
an office in Waterbury and in 1860 became a 
clerk in the local agency of John W. Smith 
in the same city. 

Coming to New York in 1862 with a letter 
of recommendation from Mr. Smith to Presi- 
dent Martin of the Home, he secured a job in 
the home office of that company. Nine years 
later he opened an agency in Boston and two 
years later became State agent for the Home 
in Massachusetts. He organized the local 


agency firm of Hollis & Snow and was also 


one of the founders of the New England In- 
surance Exchange. 

Mr. Snow was called back to the home of- 
fice of the Home in 1885, to become secretary, 
advancing to second 1888, 
first vice-president in 1&90 president in 
1904. The Home has expanded greatly since 
the accession of Mr. Snow to the presidency. 
The then capital of $3,000,000 has been in- 
creased to $18,000,000; the $18000,00 in as- 
sets is now $85,000,000, while the annual pre- 
mium income of $8,000,000 has become $50,- 
000,000. Formerly an individual company, the 
Home is now the head of a fleet, which in- 
cludes the Franklin of Philadelphia, the Har- 
monica of Buffalo, the Carolina of Wilming- 


vice-president in 
and 





ELBRIDGE Gerry SNow 
Late President, Home Insurance Company of 
New York 


ton, the City of New York, and the Homestead 
of Baltimore. 

The late president of the Home was also a 
director of the New York Life Insurance Com- 
pany and the American Exchange Pacific Bank, 
besides being a member of many clubs and 
societies of all kinds. 
and leaves behind him besides the present Mrs. 
Snow, a son, EF. G. Snow, Jr., of New York, 
by his first wife, who died several years ago. 


He was married twice 


Commissioners’ December Meeting 
The National Convention of Insurance Com- 
missioners will hold their adjourned meeting 
at the Congress Hotel, Chicago, on Tuesday, 
Wednesday and Thursday, December 8, 9 and 
10. 
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WESTERN AUTO FIRE PLANNED 
Will Be Running Mate to Casualty Com- 
pany—Auto Lines Only 

ToreKA, KAn., November 7—The organiza- 
tion of the Delaware corporation as a holding 
company for insurance securities has been com- 
pleted and a new fire insurance company is in 
process of organization at Fort Scott, Kansas. 
The same group of men that now control the 
Western Automobile Insurance Company, a 
mutual company; the Western Automobile Cas- 
ualty Company, a stock company, are the pro- 
moters of the holding company and the new 
fire company. 

The new fire company will be a Kansas cor- 
poration to be known as the Western Fire In- 
surance Company and the new holding com- 
pany will be the Western Insurance Securities 
Corporation. It will not even seek admission 
to do business in Kansas. The holding com- 
pany will have ten thousand shares of no par 
value common stock and one million dollars of 
preferred capital stock. The common stock 
will be turned over to the Western Fire and 
the Western Automobile Casualty in payment 
of the capital of these two companies. The 
preferred stock is to be sold to investors to 
furnish the funds for financing the fire and 
the stock casualty company. 

The Western Automobile Insurance Com- 
pany, the mutual company, is one of the oldest 
companies in Kansas. It writes only liability 
insurance on cars. Being a mutual company it 
cannot be admitted to some States and cannot 
write insurance on some lines. The officers 
operating the mutual company then organized 
the Western Automobile Casualty Company to 
write business in States and those lines which 
the mutual company could not handle. The 
business of both companies has grown rapidly 
and there is no overlapping of business. The 
Western Fire will devote its energies to writ- 
ing fire insurance on automobiles and does not 
intend to write a general fire line. 

Ray B. Duboc is the president of all the 
companies. 


Hartford Insurance Day 
( Concluded from page 4) 

Among speakers will be Frank W. Pennell 
of New York; Hugh D. Hart of New York, 
and Edward A. Woods of Pittsburgh. Gov- 
ernor Trumbull will be present at a compli- 
mentary luncheon. James L. Case of Norwich 
will preside at the general meeting in the 
afternoon. Insurance Commissioner Howard 
P, Dunham and other insurance commissioners 
will speak. The Rev. A. H. Abbott of Nor- 
wich and George E. Turner of Chicago, cown- 
sel of the Casualty Information Clearing 
House, are other speakers. 

Clarence T. Hubbard of Hartford and Ed- 
ward A. Woods of Pittsburg are on the pro- 
gram. At the banquet Mayor Norman C-. 
Stevens, Donald G. Adams, president of the 
Rotary International; J. V. Barry, vice-presi- 
dent of the Metropolitan Life Insurance Com- 
pany, and Congressman Theodore FE. Burton 
will talk. 
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SAN FRANCISCO 
RICHMOND 


NEW YORK 
MINNEAPOLIS 


Marsh & McLennan 
INSURANCE 
Fire Liability Marine 


175 W. Jackson Blvd., Chicago 








London Seattle Montreal 
Winnipeg Detroit Duluth 
Pittsburgh Cleveland Buffalo 
Phoenix Columbus Portland 


WE LEAD 


The report of the Insurance Commissioner of the 
State of South Carolina covering new insurance writ- 
ten in 1924, shows that the 


SOUTHEASTERN 
LIFE INSURANCE COMPANY 


Organized 1905 


Greenville South Carolina 


produced more business in its home state in 1924 
than was produced by any other company operating 
in the state, excluding industrial insurance, which we 
do not issue. 


If you live in North Carolina, Georgia, Florida, Ten- 
nessee or Kentucky, and can prove that you are 
entitled to a General Agent’s contract with a company 
which has rates, policy provisions, training schools 
and other Home Office cooperation as good as the 
best, address 


W. Caswell Ellis, Vice-President and Agency Manager 





We celebrate our Twentieth Anniversary this 
year 




















Why Take A Chance 


YOUR RENEWALS are equal to the interest in- 
come on an investment of the sum of all the first year 
premiums on the business you write. If you were 
making an investment of this amount you would be 
very careful about the security. You wouldn’t want 
some one ahead of you with a prior claim. 


IF YOU LOSE YOUR RENEWALS IT MEANS 
THE SAME THING TO YOU AS LOSING THE 
PRINCIPAL WHICH WOULD PRODUCE YOUR 
RENEWAL INCOME. 


YOU CAN’T AFFORD IT! 


The Columbus Mutual Life Insurance Company 
offers a VESTED RENEWAL CONTRACT, DI- 
RECT with the Home Office. Also liberal com- 
missions, automatic increases for volume, unrestricted 
territory, unlimited opportunity to develop personal 
or agency production, free from jealous interference 
or hampering restrictions. 


PERFECTED ENDOWMENTS are automatical- 
ly, Ordinary Life if you die; optionally, Limited Pay- 
ment Life if you live; guaranteed endowments at 
age 65. 


The Columbus Mutual Life Insurance Co. 
580 E. Broad St., Columbus, Ohio 
C. W. Brandon, President D. E. Ball, Vice Pres. & Sec’y. 

















WE ARE NOW 
OPENING UP 
NEW TERRITORY 


and have several opportunities for high grade men 
who can show a record of satisfactory results. 


Northwestern National Life is a strong legal 
reserve mutual company with an enviable record 
of continuous growth. Its policies now cover 
practically every need dependent upon the con- 
tinuance of human life. 


Attractive direct agency contracts are available 
in Southern Indiana, Southern Illinois, Cen- 
tral Missouri, Kansas, Arkansas, Utah, Penn- 
sylvania, Eastern Tennessee, Louisiana and 
Virginia for high grade producers. 


Northwestern 
National Life Insurance Company 


Minneapolis, Minn. 
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RICHMOND AGENTS REJOICE 


Rescinding of Farm Application Rule by 
Ss. E. U. A. Wins Favor 

Ricumonp, VA., November 7.—There was 
widespread rejoicing here yesterday afternoon 
and to-day, when news filtered down from 
Washington that the South-Eastern Under- 
writers Association had rescinded the manda- 
tory farm application rule, promulgated on 
August 1. The rejoicing was not confined to 
local agents, who have been unanimous in their 
opposition to the rule, but extended into the 
ranks of State and special agents, many of 
whom felt that the Association had made a 
crave mistake in requiring the applications. 
The rule was never really enforced, owing to 
the determined opposition from the outset, 
neither was any effort made on the part of the 
companies to report deviations to the Bureau 
of Insurance, nor to order the cancellation of 
risks not written on signed applications. 

Many field men, as well as the executive 
officers of the Virginia Association of Insur- 
ance Agents, feel that an embarrassing situa- 
tion has been averted by the rescinding of the 
rule. A member of the Virginia general as- 
sembly, who also happens to be a local agent, 
had drafted two bills for introduction when 
the law-making body convenes in January. One 
bill prohibited the requirement of an applica- 
tion for any form of insurance except life, and 
the other forbid the three-quarter value clause, 
now a section of the standard fire policy, as 
used in Virginia. This agent is not a member 
of the Virginia Association, and that organ- 
ization in no wise sponsored the proposed legis- 
lation, but some of officers felt on the other 
hand, that it might not be able to prevent the 
passage of the bills. 

Some of the companies who favor the signed 
application on farm risks will undoubtedly 
continue to require it, as they did long be- 
fore the South-Eastern Underwriters Associa- 
tion adopted the rule. 


Texas Commissioner Rules On Licenses 

Austin, TExas, November 5.—Commis- 
sioner of Insurance R. L. Daniel has issued 
an order effective immediately under which in- 
surance agents of Texas will not be required 
to fill out long questionnaires and affidavits for 
each company they represent. The order 
reads: 


The department will not require the making 
out and finding of a questionnaire by insurance 
agents for each and every company for which 
they ask a license. It will be sufficient if the 
applicant has on file a complete questionnaire 
for the current year, and he may be licensed 
tor all the companies that request a license 
for him without the filing of any further ques- 
tionnaire, unless something should occur that 
in the judgment of the Commissioner such ap- 
plicant should be questioned further before the 
issuance of any further license. 


Heretofore agents and companies have had 


to fill out a four-page questionnaire and affi- 
davit for each company represented. With the 
fiscal year beginning March 1, the form of affi- 
davits will be changed so that only ten ques- 
tions will have to be answered. 





ABOLISHES FARM RULE 


S. E. U. A. Takes Action at Washing- 
ton Meeting 








GENERAL AGENCY RULE UP 





Must Be Translated Literally—Resolution 
Looking to Discontinuance of Flat 
Cancellations 
WasHINGTON, DV. C., November 7.—With 
200 of the 229 member companies represented, 
the South-Eastern Underwriters Association at 
their fourteenth semi-annual meeting, held at 
the Mayflower Hotel, Washington, November 
= and 6, took up for consideration and disposed 
of a number of questions of considerable im- 
portance to the insurance industry of the South- 

eastern States. 

Despite the fact that some of the matters 
before the meeting were the subject of con- 
troversy and required considerable debate, a 
spirit of harmony and co-operation prevailed 
which made it possible for the association to 
dispose of all its formal business in a one- 
day session on November 5. 

As a result of the meeting four important 
questions were disposed of and a study was 
begun of another, the results of which will 
probably be brought before the association at 
its next meeting, in May, 1926. 

By an almost unanimous vote, the associa- 
tion decided to rescind its mandatory farm ap- 
plication rule, requiring a signed application 
from the assured on farm property policies, 
which has created a great deal of concern 
throughout the field on the part of local agents. 
This rule also was vigorously opposea by a 
number of companies. 

Considerable time was spent in discussing the 
interpretation to be given the constitutional 
amendment of the association which prescribes 
rules for the establishment and maintenance of 
general agencies. After viewing the question 
from various angles the meeting voted that the 
amendment must be interpreted literally, which 
will have the effect of prohibiting any further 
appointment by companies of general agents 
who have an interest in a local agency, even 
though the general agency is already estab- 
lished and in entire accord with the rules of 
the organization. 

Flat cancellations also came before the meet- 
ing for attention, with the result that a resolu- 
tion was adopted, to become effective January 
I, 1926, as follows: 

“Resolved: That no annual or term policy 
or certificate shall be approved by companies 
as ‘not taken’ with a flat cancellation, with full 
return premium, unless such policy or certifi- 
cate is sent through the stamping office within 
fifteen days of date of commencement of risk. 

“Resolved further, That no short term pol- 
icy or certificate shall be approved for can- 
cellation, but the full earned premiunr must 
be collected. 

“Resolved further, That all canceled poli- 
cies shall be checked by stamping offices.” 
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WILL INCREASE CAPITAL 


Milwaukee Mechanics Stockholders to 
Pass On $750,000 Addition 


The stockholders of the Milwaukee Me- 
chanics Insurance Company will hold a special 
meeting, November 19, to act on a recom- 
mendation of the directors to increase the cap- 
ital stock of the company from $1,250,000 to 
$2,000,000 by issuing 75,000 additional shares 
of stock, at a par value of $10 per share to be 
sold at $15 a share. If the recommendation is 
adopted there will be an addition of $375,000 
to the surplus, while the assets of the com- 
pany will be increased to over $11,000,000. 

The company last increased its stock in 1917. 
Since then the company has done so much 
more business as to justify, in the opinion of 
the executive committee, a larger capitaliza- 
tion. In 1916, the premium income was $2,- 
078,019, in 1924 it was $4,711,153, and for the 
first nine months of the current year it reached 
$3,518,370, or a gain of $665,394 over a corre- 
sponding period in the previous year. 

The assets of the company at the close of 
1916 amounted to $4,658,773, while they now 
are more than $10,000,000. The surplus has 
risen from $1,023,429 to $2,412,323 for the same 
The stock of the company is now sell- 
ing around $45 per share. 


years. 








This will have the effect, it is believed, of 
discouraging the practice of flat cancellation of 
policies under which liability has been held for 
an extended period of time. 

A special committee was appointed to 
examine into the matter of so-called special 
or engineering services extended by some com- 
panies to their agencies, with a view to deter- 
mining whether this form of service is being 
abused in the association’s territory. Com- 
plaints have been received that such service is 
being used to an extent which in reality con- 
stitutes an excess commission to the agencies. 

The meeting spent a great deal of time in 
consideration of the report from the special 
committee appointed for the purpose of con: 
sidering the undue extension of credit for the 
payment of agency balances. Upon recom- 
mendation of the executive committee the fol- 
lowing resolutions dealing with this questions 
were adopted: 

Whereas, The economic waste in the collec- 
tion of agency balances has become a serious 
burden upon the companies, and 

Whereas, The undue extension of agency 
credit has become a matter of inter-company 
competition at agencies and is tantamount to 
an extra commission allowance, and 

Whereas, this practice is harmful to the 
morale of the agents themselves and frequently 
results in the insolvency of the agent, there- 
fore 

Be it resolved, That this association adopts 
the principle that agency balances should be 
paid within thirty days, but in no event should 
credit be extended beyond sixty days after the 
close of the month in which the business is 
written. 

Resolved further, That the members of this 
association hereby pledge themselves to the 
whole-hearted support of this principle and to 
take the necessary steps to make it effective. 
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NEW EDITION IN PRESS 


Rewritten, Enlarged and Improved 


THE ADJUSTER’S MANUAL 


C. H. HARBAUGH, M. D. 


Expert Examiner and Adjuster 


UNIQUE AND INDISPENSABLE 


This widely known and used book now in its third edition has 
been recognized as the standard publication of its kind for 
twenty years, and is the only book giving in condensed and 
convenient form just the information required by adjusters of 


ACCIDENT AND HEALTH CLAMS 


Among the new articles in this edition are those upon 


IVY POISONING HERNIA 
CARBON MONOXIDE SEMILUNAR CARTILAGES 


POISONING SLEEPING SICKNESS 
WOOD ALCOHOL PROSTATE GLAND © 
POISONING HY DROCELE 
SUNBURN ORCHITIS 
GOITRE HEMORRHOIDS 
CANCER OF THE VINCENT’S. ANGINA 
STOMACH 


In addition to the new articles, all the valuable features of this 
excellent work are retained. Other new sections added relate to 


DIVISIONS OF THE BODY and ORGANS OF THE BODY 


New paragraphs have been added to every article under 
Diseases, on 


PROGNOSIS and TOTAL DISABILITY IRRESPECTIVE 
OF HOUSE CONFINEMENT 


About 25 new illustrations are included in this edition and the 
Glossary of Medical Words and Terms contains New 
Words and Definitions 


For convenience, The Adjuster’s Manual is divided into three 
sections, as follows: 


SECTION I—ACCIDENTS | PROMINENT SIGNS AND 
INFORMATION SYMPTOMS 
PROMINENT SIGNS AND TOTAL DISABILITY AND 
SYMPTOMS HOUSE CONFINEMENT 
TOTAL DISABILITY TOTAL DISABILITY BUT 
PARTIAL DISABILITY NON-HOUSE CONFINEMENT 
PROGNOSIS TOTAL DISABILITY IRRE- 
cnet SPECTIVE OF HOUSE CON- 
EFFECTS PARTIAL DISABILITY 
SECTION II—DISEASES PROGNOSIS 
NAMES ADJUSTMENT 
INFORMATION EFFECTS 





SECTION III 


This section takes up the different mineral and vegetable poisons 
that are taken intentionally or by mistake, giving a brief description 
of each drug, and considering the prominent signs and symptoms 
following the swallowing of different poisons, the length of time 
house confinement exists, the duration of total disability and partial 
disability, with advise on adjustment, and effects on the insurability 
of the individual after recovery is complete. 


THE ADJUSTER’S MANUAL is invaluable to those selling Acci- 
dent and Health Claims. 


Price, In Flexible Binding, $6.00. 


Liberal discount on wholesale quantities 


THE SPECTATOR COMPANY 


INSURANC EXCHANGE Publishers 135 WILLIAM STREET 
CHICAGO 


NEW YORK 





SMALL and LARGE 


Agents of a company like the Liver- 
pool & London & Globe can feel confi- 
dent of serving each and every client 
with equal efficiency. 


For they know that they are repre- 
senting an organization that is specially 
equipped and financially strong to 
handle the large as well as the smallest 
insurance matter. 


The L. & L. & G. agent always works 
secure in the knowledge that his Com- 
pany will satisfy his client—small or 
large. 
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RELIABLE CONNECTIONS WANTED 
American Equitable 


Assurance Company of New York 


Metropolitan Assurance 


Underwriters of New York 


New York Fire 


Insurance Company of New York 


Large Capacity on Fire, Tornado, Use 
and Occupancy and Allied Lines 


Losses Paid in Allied Companies Since Organization— 


$24,580,518.90 





Apply to HOME OFFICE, 92 William St., New York 
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New Officers of Pennsylvania Agents 
Association 

The officers of the Pennsylvania Association 
of Insurance Agents for the coming year were 
elected last week at the annual convention of 
that body held in Harrisburg. H. E. McKelvey, 
of Edwards, George & Co., Pittsburgh, was 
chosen president ; G. W. Mattson, ot rrank R. 
Lieb & Son, Harrisburg, vice-president; Fred 
V. Rockey, of Henry & Rockey, Inc., Harris- 
burg, treasurer ; John S. Burwell, of Moore, 
Foster & Burwell, Scranton, secretary. Fif- 
teen directors from different sections of the 
State were elected. 

The next annual meeting of the organization 
will probably be held in Scranton as an in- 
vitation was presented to the association from 
that city. The matter will be decided by the 
executive committee, which will meet in the 


near future. 


Dinner to W. Crichton Slagg 

W. Crichton Slagg, chairman of the Fire 
Office Committee, of London, was the guest 
of honor at a dinner given last Wednesday 
evening at the Hotel Vanderbilt, New York 
city, by the executive committee of the United 
States Fire Companies Conference. Other 
guests were: 

Charles Hendry, manager of che London and 
Lancashire, and G. W. Reynolds, general man- 
ager of the Guardian, both of London; H. A. 
Smith, National of Hartford; Paul L. Haid, 
America Fore; James Wyper, Hartford Fire; 
Wilfred Kurth and A. C. Baillie, Home; C. 
B. Roulet, National of Hartford; C. G. Smith, 
Great American, and T. M. Marson, secretary 
of the United States Fire Companies Confer- 
ence. 


Home Writing Water Damage 
The Home of New York has added water 
damage insurance to its list of risks. It is the 
only fire insurance company writing this class 
ot cover. The policy can cover mercantile 
stocks or household furniture or buildings, 
mercantile risks being written with the coinsur- 
ance clause. The premiums are a flat rate of 
$12 for the first thousand, and $6 for each 
additional thousand as applied to residences and 
apartments. The policy is being written 
through the improved risk department of the 
Home. This type of cover is also being writ- 
ten by some casualty companies, the A&tna Cas- 
ualty and Surety, Maryland Casualty and 

United States Fidelity and Guaranty. 


Examining Underwriters Plan Meeting 
The Examining Underwriters Association 
will hold its next meeting on Thursday even- 
ing, November 19, at Miller’s Restaurant. 
Arrangements for the meeting were com- 
pleted by the executive committee last week. 
Speakers listed for the occasion are: Louis 


Harding, manager of the Underwriter’s Bureau 
of the Middle and Southern States, whose sub- 
Ject is to be “Using Inspection Reports,’ and 
William S. Crawford, insurance editor of The 
Journal of Commerce. 





POLICYHOLDERS’ LETTERS 








In a former issue of THE Specrator, refer- 
ence was made to the widespread public de- 
mand for the Fire Insurance Pocket Index and 
a sample list of various classes of policyhold- 
ers, subscribers to that publication, was printed. 
The list included railroads, national banks, 
savings banks, trust companies, building and 
loan associations, private bankers and _ stock- 
brokers, manufacturers, contractors, lawyers, 
merchants, mortgage companies, auditors, in- 
vestment companies, general publishers, public 
officials, credit-rating institutions, and many 
other important businesses. 

Many fire insurance companies, agents, gen- 
eral agents and brokers widely and wisely dis- 
tribute the Fire Insurance Pocket Index so as 
to reach thousands of customers. If all the 
companies could be persuaded to act concert- 
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edly in furthering the distribution of the Fire 
Index, the best interests of insurance would 
be served to advantage. This is obvious from 
the opinions of the many policyholders who 
testify to the usefulness of this publication. 

Leaders in the fire insurance business have 
long maintained that the public should be edu- 
cated as to the narrow margin of profit in 
such underwriting, and the real facts are fully 
demonstrated by the Fire Index. The Spec- 
tator Company has on file a number of letters 
from property owners and policyholders who 
appreciate the value of the Fire Index as a 
work of reference, and state that they use this 
publication daily in the conduct of their busi- 
ness. One of these letters is presented be- 
low, and others will appear in THE SpEecraTor 
from time to time. 
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BUCKWHEAT FLOUR 
BUCKWHEAT GROATS 
SELF RAISING FLOURS 


PHONES 





SRostnaoN's ALL KILN DRIED 100 
ARMSBY'S i. 101 
sea 
: Rnn’Van, NY. 
May 15, 
iv2s 
The Spectator Co. 
1355 William St. 
New York City 
Attention Mr. A.L. J. Smith. 
Gentlemen: 
Replying to yours of the 13th. We asked 


you to send us in addition to the Fire Insurance 
Pocket Index a similar book for the Compensation 


Insurance Companies. 


In your circular letter you asked us for 


what purpose we were using these booklets. 


We use 


it to check up our insurance. 


A1B:NT 


Yours very truly, 


Hf lle Pres. 


= 


P.S. A large part of our insurance is carried in 
what are called the Flour Mills Mutual Companies. 
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pASSURANCE CORPORATION, Lte. 


rs United States Manager’ 
GENERAL BUILDING, 4m & WALNUT STS. 








INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1925 


Reserve for Unearned Premiums .............. $1,253,552.74 

Soe ee ee ee ee ee 308,330.35 

CST SS er eee $500,000.00 

Net Surplus....... SCN SG enidecnnis 1,214,259.88 

Surplus to Policyholders..................- 1,714,259.88 
eae re eee $3,276,142.97 

Wm. H. Palmer, President Wm. H. Palmer, Jr., Vice President 

B. C. Lewis, Jr., Secretary Wm. Palmer Hill, Asst. Secretary 

J.C. Watson, Treasurer J. M. Leake, General Agent 











FIRE REINSURANCE TREATIES 


Eagle Fire Insurance Company 
New Jersey 


Baltica Insurance Co., Ltd. 
Denmark 


Franklin W. Fort Thomas B. Donaldson 
18 Washington Place, Newark, N. J. 





“Tempus Fugit’’ 


Another disastrous out-of-the-‘‘tornado _ belt” 
windstorm! Woburn, Mass., and the surrounding 
country was visited on October 25th by a wind- 
storm of cyclonic ferocity which demolished some 
houses and damaged many others. 


And still there are countless agents who neglect 
to advise their clients on windstorm insurance. 
The old warning ‘‘no section immune’’ cannot too 
often be repeated. 


“‘Time Flies!’’ Put in a few hard licks at selling 
Windstorm Insurance. The next destructive wind 
may be scheduled for your section. 


And don’t forget that the American Eagle has a 
set of Tornado and Windstorm supplies all ready 
to ship you any time you ask. 


AMERICAN EAGLE 
FIRE INSURANCE COMPANY 


Home Office: Eighty Maiden Lane, New York, N. Y. 


ERNEST STURM, CHainman of THE Boaro. 
PAUL L.HAID, Presipenr., 


CASH CAPITAL ONE MILLION DOLLARS 


New York Chicago San Francisco 




















OUTLINES OF BURGLARY INSURANCE 


A Standard English Work by 
F. D. McMillan and F. J. Woodroof 
In this excellent book, now in its second edition, the history of burglary insurance and rates 
is sketched; definitions and some leading cases are presented; and the principles and prac- 
tice of burglary underwriting are clearly described. 
Among the chapter titles are the following:— 


Contents of Private Dwellings Surveying: Protection of Doors and Windows 
Insurance of Valuables, ““Objets d‘Art” Burglary and Housebreaking Claims 
and Collections Larceny Claims 
Flats and Flat Inspecting Endorsements 
Business Premises Moral Hazard 


Miscellaneous Risks 

Appendices also give the Larceny Act, 1916; the Innkeepers’ Act and Innkeepers’ Policy, 
aul iaoarent Report Form. There is a copious Index. 

Burglary insurance underwriters, a and brokers can gain much information from this 

book. Price $5.00 


The Spectator Company 
CHICAGO Selling Agents NEW YORK 

















Life Companies and General Agents Constantly 
Aim to Induce Repayment of Policy Loans 


They Can Do This by Sending Out With Premium 
and Interest Notices William T. Nash’s Latest Leaflet, 


HAVE YOU A LOAN ON YOUR LIFE 
INSURANCE? 


Another effective method of using this thought inspiring leaflet is to send a 
copy of it to each borrowing policyholder, with a short letter from the com- 
pany offering partial payment terms for the paying off of loans. 


TRY THESE PLANS! 
Send 10 cents for sample copy. Price, $30.00 per thousand. 


THE SPECTATOR COMPANY 


. Chicago Publishers New York 




















Is [t Insured ? 


JEWELRY Insured against Loss rose 
Any Kind ~- Any Time ~ Any Where 
Coverage /s "All Risks in All Situations” 


A. fF. SHAW & COMPANY 


80 Maiden Lane Insurance Exchange 
New York City i, : 3 Chicago, Ill. 
General Agents - ‘All Risks” Department 


Aus 
Be ‘ 
fait? Fire & Marine Insurance Co. 
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OFFER COMPROMISE 


Companies Would Reduce Tornado Rates 
in Kansas Materially 


Toreka, Kan., November 7.—The stock fire 
insurance companies interested in the Kansas 
fire rate suit have made another offer to settle 
the litigation without an appeal to the State 
supreme court. The offer was submitted in 
writing and in person by J. V. Parker, man- 
ager, and Russell Hobbs, assistant manager of 
the Western Actuarial Bureau. 

There has not been any decision reached as 
to whether or not the offer will be accepted. A 
‘preliminary check of the proposal has been 
made and the insurance men discussed the offer 
with the Superintendent of Insurance and the 
attorney-general. The compromise is now be- 
ing thoroughly checked to determine the exact 
changes it proposes and when this is completed 
the State will make its decision. 

The compromise submitted by the companies 
proposed a reduction of approximately four 
hundred thousand dollars in fire and tornado 
premiums alone each year. The companies of- 
fered to cut the tornado rates below the re- 
quirements of the district court which held the 
present rates were too high and there were to 
be some reductions in the general fire schedules. 


Blue Goose of New York Holds Successful 
Function 


The first of the winter dinner meetings of 
the New York Pond of the Ancient and Hon- 
orable Order of the Blue Goose was held at the 
Drug and Chemical Club last Monday even- 
ing and brought out over two hundred gand- 
ers and goslings. The speaker of the evening 
was Urbain Ledoux, more widely known as 
“Mr. Zero,” who gave an interesting account 
of his work among the jobless men of our 
metropolitan centers. 

A goodly class of goslings were ducked in 
the pond, following which there was a business 
session with Most Loval Gander O. J. Prior 
presiding. W. V. A. Keelor was toastmaster 
at the dinner. 


Bohemian Mutual Taken Over by Safety 
First 

The Safety First Fire, of Chicago, has taken 
entire 3ohemian 
Mutual Fire of the same city. The Safety 
First has a capital of $100,000 and a $25,000 
surplus. The directors are all former members 
of the board of the Bohemian Mutual, the 
main factors being Gustav Klima, president, 
and Frank J. Sista, secretary. 


over the business of the 


Heads Indiana Agents 

Dan J. O’Keefe, of Fort Wayne, was elected 
president of the Indiana Association of Insur- 
ance Agents at its annual meeting held recently. 
The other officers elected were: A. L. Jenkins, 
Richmond, vice-president; J. W. Stickney, In- 
dianapolis, chairman executive committee; W. 
H. Bruner, Elkhart, secretary-treasurer. 
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NEW YORK SURVEYS 

Earthquake Insurance!—The problem pre- 
sented by this form of insurance is the same 
as that presented by the catastrophe hazard in 
mining. It would appear, therefore, that the 
practical way to handle the matter would be 
for all companies to underwrite a portion oi 
every earthquake risk. This, of course, would 
be accomplished by all the companies in the 
United States forming a separate organiza- 
tion, each member underwriting a certain per- 
centage of the earthquake insurance. The dif- 
ficulty in handling it in any other way is due 
to the fact that it is not yet developed to the 
point where it is required, except in certain 
localities. This means that there is not a wide- 
spread, which is the thing to be desired in all 
such cases. 

The Use and Occupancy Loss.—Some 
time ago a fire which, so far as actual dam- 
age to building and contents was concerned, 
was comparatively small, not exceeding 10 per 
developed a use and occupancy loss 
This development is 


cent, 
amounting to 40 per cent. 
due to the fact that the machinery used by the 
plant in question is all patented and the patent 
held by the firm that uses them. The only 
method of reproducing one of these machines 
is at a comparatively small factory which the 
insured controls. Facilities of the factory 
which have proved ample for business purposes 
only permit of one machine being built at a 
It is impossible to enlarge the plant for 
number of 


time. 
an emergency or to increase the 
employees in the plant. Inasmuch as two ma- 
chines must be built to take care of the ma- 
chines injured in the fire and only one machine 
can be built at a time, it develops that it 
would take about twenty-three weeks to build 
one and, when that is out of the way, work 
would be commenced on the next one and an 
equal length of time would be required. This 
is one of those interesting forms of loss which 
only actual experience could bring 
forth. The information which the inspector 
would collect at the factory, where the use and 


occupancy insurance is carried, might seem to 


probably 


be satisfactory, but unless he went back to the 
factory where the machines were made, he 
could not ascertain their facilities for repro- 
ducing the machines. Once more the school 
of experience proves to be somewhat more effi- 
cient as a teacher than all that theory could do. 

The Rating Problems.—The difficulty in 
making fixed rules fit in with business prac- 
tices is illustrated by a concrete example. A 
certain risk is charged in the rate of insurance 
with faults of management. These are only 
removed by inspections made at certain pe- 
riods. The insurance on the property is com- 
ing around and the owner desires insurance on 
the building for three years, but if the policies 
are written at the rate outstanding on the date 








FIRE INSURANCE TOPICS 


sum 


had, the 
charged will be far larger than that due some 


when the renewal must be 
time thereafter. In the case in question, the 
time was about two months—that is, November 
to January. It is evident that this clash does 
make for a certain amount of play in order 
to escape, even temporarily, an additional 
charge. The case cited is merely to present 
the thought that perhaps in the revision of 
rules controlling rating something may be 
done to remove the temptation present in such 
cases as this. 

Fire Reports.—Bulletins Nos. 2262, 2263, 
2265 and 2266 of the sprinkler department of 
the New York Fire Insurance Exchange re- 
port thirty-eight fires in sprinklered risks with 
the amount of damage graded as follows: 4, 
none; 17, slight; 8, moderate; 7, considerable; 
I, considerable on fifth and fourth floors, sma!l 
on third; 1, by fire, slight, by water, con- 
siderable. 


BOSTON AND VICINITY 

New Rules Signed.—The new code of rules 
governing the qualifications of sub-agencies 
and the stamping office adopted last April by 
the joint action of the Boston Board of Fire 
Underwriters and the New England Insurance 
Exchange for the territory covered by the 
stamping office for Beston and metropolitan 
district has been signed by the 187 stock and 
thirty mutual companies, who are members of 
the board. The difficult task of obtaining the 
signatures of all company members fell to the 
brokers’ committee, headed by John H. Eddy, 
and it spent months of persistent effort to ac- 
complish its end. 

Shoe Company Loss.—Loss from the fire 
which gutted the John J. Ryan Shoe Company, 
Peabody, on October 29, is estimated at 75 
The list of insurance involved is as 
follows: Atlas, $5500; Eagle, Star and Brit- 
ish Dominions, National Liberty and Ameri- 
can, N. J., $5000 each; Bankers and Shippers, 
Niagara, $4000; Rhode Island, Me- 
chanics, Reliance, American Central and Provi- 
dence Washington, $3000 each; Netherlands, 
$2500; Automobile, New York Underwriters, 
United States, Firemans, N. J., and County, 
$2000 each; Hudson, Republic, Union Assur- 
ance and Star, $1500 each; Standard, Conn., 
$1000; total $63,500. 


per cent. 


$4=00; 


New Orleans News-Letter 
New Orteans, La., November 7.—Tom P. 
Williams succeeds Alonzo Church as the rep- 
resentative in this State of the Insurance Com- 
pany of North America. Mr. Williams comes 
to us, with an enviable record, from the Arkan- 
sas Field. 
O’Hacerty. 
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Issued Weekly in the Interest of the Aqency Forces of 
Companies and General Agents 


The Insurance Sellegram is published in THE SPECTATOR in this form for the use of Companies and General Agents. Permission to copy and 
circulate it among their Agency Forces, as their own sales letter or house organ, will be granted upon request. 
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To Our Agency Force: 


Between NOW and JANUARY FIRST there is LOTS OF GOOD BUSINESS to be 
had. Here are a few suggestions: 


Property owners THINK MORE about Fire Insurance when grates, stoves 
and furnaces are going. They know that the danger of loss is greater 
than in summer when "Old Sol" furnishes the heat. For that reason 

A LOT OF FELLOWS who wouldn't take any insurance in the hot weather 
will "talk turkey" to you now. IT'S EASY MONEY. Go get it! 


A lot of automobile owners who have not carried insurance "can be 
persuaded" now. It is MUCH MORE DANGEROUS driving in winter than in 
summer. Rain, snow, ice and wet, slippery pavements INCREASE the 
NUMBER OF LIABILITY, PROPERTY DAMAGE and COLLISION ACCIDENTS. The 
necessity for a "right now" stop; a too sudden application of the 
brakes, a skid and "bam" - SOMETHING OR SOMEBODY IS HURT. 


A RAINY DAY and a DIMMED WINDSHIELD are a bad combination. The driver 
can't see. All of a sudden there is a "dull, sickening thud" and 
SOMEBODY goes to the hospital or SOMEBODY'S CAR goes to the shop - 
MAYBE BOTH, in which case IT'S WORSE THAN EVER if the car owner isn't 
PROPERLY AND SUFFICIENTLY INSURED. 


GET THE CAR OWNER! 


ACCIDENT AND HEALTH INSURANCE is one of Winter's BEST BETS. It's a 
very necessary protection against ALL of Winter's ills and acci- 
dents. A whole lot of A. & H. can be written in the next two months, 
and if YOU don't write it, SOMEBODY ELSE WILL. 


It isn't long now until we will say "Good Morning" to a New Year. 


In the interim a lot of business can be written and we can wind up 
this year with a fine enewene - We can realize, ORG¥EXCEED, our am- 
bitions if we "hit the ball. Let's all TAKE ADVANTAGE of the little 
time we have left and MAKE THE MOST OF IT. Each remaining day will 
offer opportunities. LET'S TAKE 'EM WITH THANKS AND MAKE 'EM PAY. 


Yours for a fine finale, 
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JOINS STANDARD ACCIDENT 


Eugene F. Hord Will Take Charge of 
New York Office 





BECOMES RESIDENT VICE-PRESIDENT 





Has Had Wide Experience in Business— 
Eleven Years With Maryland Casualty 
Eugene F. Hord has resigned from the Mary- 

land Casualty Company to take complete 

charge of the casualty interests of the Stand- 
ard Accident Insurance Company of Detroit in 

New York with executive authority as vice- 

president. Announcement of the appointment 

of Mr. Hord to his new position was made 
by the Detroit company early this week. Mr. 

Hord will take over the work the first of the 

year. 

Mr. Hord achieved a splendid record with 
the Maryland Casualty Company as a local 
casualty manager and has been vice-president 
at that company’s New York branch since 
1914. Besides increasing his company’s busi- 
ness to a great extent during this time, he was 
also active in various casualty insurance organ- 
izations. When he assumes his new duties, 
Paul M. Bowen, secretary, and David Crock- 
ett, who have been taking care of the Stand- 
ard’s New York business, will return to the 
home office of the company. 

The new vice-president has had a very wide 
experience in casualty lines, starting in 1897 
with the Union Casualty and Surety Company 
of St. Louis as office boy and stenographer in 
the claim department. The year following he 
joined the claim department of the Maryland 
Casualty of Chicago, where he advanced to in- 
vestigator, then in 1907 to manager of the 
Chicago claim division, later being transferred 
to New York as manager of the claim division 
of that city. 

Another three years saw Mr. Hord reor- 
ganizing the investigation department of the 
Travelers Insurance Company in New York 
city. He became manager in 1911 of that com- 
pany’s investigating and claim department in 
the New York district, returning finally to the 
Maryland Casualty in 1914 as resident manager 
of the New York branches soon after becom- 
ing its resident vice-president. 

Many activities outside his regular business 
have been taken up by Mr. Hord. These in- 
clude membership in the governing committee 
of the Compensation Rating Bureau for New 
Jersey for three years; two terms on classifica- 
tion committee of New York Compensation 
Rating Board; chairman of the governing 
committee of the board, and member of sev- 





Annual Banquet of Casualty and Surety 
Club of New York 

William B. Burruss, sales consultant of 
Washington, D. 'C., who is to talk on “Shakes- 
peare the Salesman” at the annual banquet of 
the Casualty and Surety Club at the Hotel 
Astor, New York city, this evening has been 
a salesman and sales manager for many years 
He was general agent for the Provident 
Mutual Life Insurance Company in three cities 
for a fourteen-year period and was also assist- 
ant State chairman of the Four-Minute Men 
of Missouri. He has had wide experience as 
a public speaker, addressing more than forty 
thousand dealers salesman 
throughout a hundred cities as sales consultant 
for the National Automobile Dealers Associa- 
tion. He is sales consultant for the Reo Mo- 
tor Company, the Monroe Drug Company, and 


automobile and 


others. 


State Fund Entertains 
annual State 
composed of 


Fund 


employees of the 


The first dance of the 
Association, 
State Insurance Fund, was held at the Hotel 
McAlpin on Friday evening, November 6. The 
pleasures of the dance were enhanced by the 
get-together spirit of all the 
guests who attended the affair. 
cess from start to finish, the finish being in 
the early hours of Saturday morning. There 


was an attendance of over three hundred, in- 


members and 


It was a suc- 


cluding State Fund Manager C. G. Smtih. 
Among those invited were: State Industrial 
Commissioner James A. Hamilton, Deputy 


Commissioner Cullen, the members of the ad- 
visory committee of policyholders of the State 
Fund, Messrs. J. Charles Andrews, Edmund N. 
Huyck, Thomas W. Larkin, F. L. Morse, Saul 
Singer, John F. Weis, Paul E. Fitzpatrick, 
John FE. Connelly and former State Fund Man- 
ager L. W. Hatch. 


Stuart Leitch Resigns 
RICHMOND, Va., November 7.—Effective No- 
vember 1, Stuart Leitch, for several years 
agency superintendent of the Royal Indemnity, 
resigned to accept a position with M. S. Brown 
& Co., of Philadelphia. 








eral special committees on experience rating 
and chairman of the New York city committee 
of the Acquisition Cost and Field Supervision 
Conference. He was tendered a luncheon last 
Thursday at the Drug and Chemical Club by 
men who were associated with him when he 
was with the Travelers. 
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PLANS NEW COMPANY 





E. G. Trimble to Head Casualty 
Reinsurance Concern 





LEAVES EMPLOYERS INDEMNITY 





Will Probably Be Succeeded by Dennis 
Hudson—Employers to Write Only 
Direct Lines 

FE. G. Trimble, president of Employers In- 
demnity Corporation, Kansas City, Mo., will 
shortly retire from the corporation to become 
president and manager of a new miscellane- 
ous casualty reinsurance company which he is 
organizing, to enter the field about the first of 
the year. The name for the new company has 
not been selected, but it will have a capital, 
surplus, and special reserve equal to the capital 
and surplus of Employers Indemnity Corpora- 
tion; and will take over the entire reinsurance 
nusiness of Employers Indemnity, which de- 
partment has developed under Mr. 
Trimble’s personal supervision over a period of 
ten years past. With Mr. Trimble will go the 
small reinsurance underwriting staff which he 
has built, and there will be a complete sever- 
ance of interests, both financial and otherwise, 
between Mr. Trimble and the Employers. 

Dennis Hudson, vice-president of Employ- 
ers Indemnity, has in charge of the 
acquisition of direct through the 
agency plant of the corporation since he went 
with the corporation in 1910, at which time 
the Kansas City Casualty, his former com- 
pany, was merged with the Employers Indem- 
nity. Mr. Hudson will remain with the Em- 
ployers, probably as president, -and a group of 
his associates will take over the stock of Mr. 
Trimble and his associates, who desire to go 
with the new company. 

The organization of the company 
comes as a result of the inconsistency of the 
Employers Indemnity remaining in both the 
direct and reinsurance field, thus constantly en- 
countering a conflict of interests between its 
agents and treatyholders. Mr. Trimble states 
that he has contemplated the organization of 
an exclusively reinsurance company for sev- 
eral years, and has met with success in his 
endeavor to interest the additional capital which 
he desires for such a company. 

The new company will be capitalized at 
$700,000, with at least $350,000 surplus and 
$200,000 or $300,000 special contingent reserve 
upon which to build. It will be organized with- 
out promotion expense and will be of suffi- 
cient size to enter all States of the Union for 
the lines which it proposes to write. 
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HEARING ON EXPERIENCE RATING 
Wisconsin to Adopt Rating Plan for 
Workmen’s Compensation 

MaApison, Wis., November 7.—A conference 
of employers, insurance companies and repre- 
sentatives of the Wisconsin Federation of 
Labor has been called by the Workmen’s Com- 
pensation Insurance Board to meet at Milwau- 
kee on November 24, to discuss plans for 
adopting experience workmen’s compensation 
rating in the State. Under the law passed at 
the last session of the legislature, the Work- 
men’s Compensation Insurance 
empowered to investigate plans of compensa- 
tion insurance rating and to adopt some feas- 
ible method of working out such a program in 
Wisconsin. 


3oard is 


At a preliminary conference of insurance 
representatives with the Compensation Insur- 
ance Board on Thursday, it was decided to 
hold an open hearing in Milwaukee on No- 
vember 24, so that all of the different plans 
proposed might be presented in detail and a 
complete system ultimately worked out applic- 
able to conditions in Wisconsin. 

Several States already have experience rat- 
ing plans for workmen’s compensation. The 
National Council on Compensation Insurance 
has suggested a plan which in modified form 
has been adopted by practically all States. 


Under the system of experience rating, em- 
ployers of labor will be able to obtarn lower 
rates where the accident experience in their 
shops and factories shows a low loss ratio. 
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Burglary 








BELONGING 


PPOINTING an Agent—the F & D thinks— 
A consists of much more than handing him a rate 
manual and hanging a sign on his wall. 
immediately one of the family, and entitled to every 
aid and comfort in the Company’s power to bestow. 


What each is going to get out of it is only one factor 
governing the relations of a surety company and its 
Representatives, perhaps not even the most impor- 
We believe our agents represent the F & D 


The business is one of personalities—human con- 
tacts—from end to end. John Smith gets his bond 
from Bill Jones because he knows Bill. 
Bill, too, and he knows us—not merely in dollars- 
and-cents fashion, but as part of an organization with 
an interest deeper than the collecting of a premium. 


Of course, confidence and understanding could not 
exist without Company strength, 
Those things are at the foundation of the 


He becomes 


We know 


reliability and 
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PRODUCTION DEPARTMENT, 
FIDELITY & DEPOSIT COMPANY, 
Baltimore, Md. 

If you are not already adequately repre- 
sented in this territory I will be glad to have 
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Because of the widespread interest jp this 
subject, it has been thought advisable to re. 
quest the presence of all manufacturing com. 
panies interested, all compensation insurance 
companies writing business in Wisconsin, and 
representative employers, that the whole scheme 
may be thrashed out and a plan adopted which 
will put these schedules into effect with the 
least friction. 

Attending the conference on Thursday were: 
W. Stanley Smith, Commissioner of Insurance: 
Fred M. Wilcox, Industrial Commissioner, anj 
F, P. Lawton, secretary, all members of the 
Workmen’s Insurance Board. Others in at. 
tendance were: W. A. Fricke of the insyr. 
ance department; S. D. Pinney, chief actuary 
of the Travelers Insurance Company of Har. 
ford, Conn.; J. C. Bradley, general superin- 
tendent of the Zurich General Accident an 
Liability Insurance Company, Ltd.; E. A, Pie. 
penbrink, vice-president of the Wisconsin 
Mutual Insurance Company, Milwaukee, Wis, 
and president of the Insurance Federation of 
Wisconsin; W. H. Burhop, assistant manager 
of the Employers Mutual Liability Company of 
Wausau; George F. Haydon, general manager 
of the Wisconsin Compensation Insurance Rat. 
ing and Inspection Bureau; O. A. Fried, chief 
statistician of the Industrial Commission, and 
A. J. Altmeyer, secretary of the Industrial 
Commission. 


—Henry Swift Ives, vice-president and _ secretary 
of the Casualty Information Clearing House, recently 
addressed the Cincinnati Automobile Club on compul- 
sory automobile liability insurance. 
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PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 


ACCIDENT and HEALTH 
INSURANCE 
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NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 
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To ACT AGAINST LLOYDS 


Commissioner Leonhard T. Hands In- 
vestigating Bank Policies 





HOLDS THEM ILLEGAL 





will Ask Aid of Banking Head—Seeks 
Also to Recover Taxes 


Lansinc, Micu., November 7.—Leonhard T. 
Hands, State Insurance Commissioner, is in- 
vestigating reports to the effect that some 
Michigan banks have obtained blanket bonds 
on their entire personnel from London Lloyds 
in violation of the State insurance laws. 

If the reports are proved true, Mr. Hands 
promises drastic action. He will first force 
the banking institutions to cancel their illegal 
contracts with this unauthorized carrier; sec- 
ond, he will strive to collect the 3 per cent tax 
on premiums already paid the Lloyds organiza- 
tion to comply with that section of the law 
which provides such a levy on premiums paid 
on all insurance placed with unauthorized com- 
panies, and, third, he will seek out, if possible, 
the agency, if any, which negotiated the con- 
tract. Cancellation of the licenses of those re- 
sponsible for the transaction is promised as a 
final step. 

London Lloyds has never had legal standing 
in Michigan except insofar as agencies or in- 
dividuals have been permitted to place with 
them such business as has been refused by 
regularly licensed companies. For any bank 
to enter into a contract with Lloyds is unneces- 
sary, Mr. Hands holds, as several authorized 
companies write blanket fidelity and surety 
bonds. 

Mr. Hands is to ask co-operation of Hugh 
McPherson, State banking commissioner, in his 
investigation. The commissioner is of the opin- 
ion that the banking department head can use 
his authority, also, in forcing offending banks 
immediately to cancel their contracts with 
Lloyds and to pay into the coffers of the State 
whatever may be owed in uncollected taxes. 


Union Indemnity Featured 

The famous Times-Picayune, of New Or- 
leans, devoted an entire section of its issue for 
Friday, October 30, to a description of the 
Union Indemnity Company and its new offices. 
The editor points out that the company was 
“able to erect and move into its own sumptuous 
building after only six years in business.” 

The company, on the above date, opened its 
new fourteen-story home office building. The 
building is modern in every respect and pro- 
vides adequate and sumptuous quarters for this 
President W. Irv- 
ing Moss received many congratulations on the 
occasion. 


rapidly growing company. 





Become Assistant Actuary of Metropolitan 
Life 
Richard A. Hohaus has been appointed an 
assistant actuary of the Metropolitan Life In- 
surance Company, according to an announce- 
ment by President Haley Fiske. 





Coal Mine Fatalities for 1925 


Accidents at coal mines in the United States 
in August caused the loss of 195 lives, accord- 
ing to information furnished by State mine in- 
spectors to the Bureau of Mines, Department 
of Commerce. As the amount of coal mined 
was 53,765,000 tons, the fatality rate for the 
month was 3.63 per million tons, a reduction 
of 11 per cent from the fatality rate of 4.07 
for August of last year. Ten men were killed 
in an explosion at Wilkes-Barre, Pa. on 
August 3. In August last year there were no 
major disasters. 

The reports for August showed 46 fatalities 
at anthracite mines in Pennsylvania, and 149 
fatalities at bituminous coal mines in all States. 
As the production of anthracite in August was 
8,882,000 tons, the per-million-ton death rate 
was 5.18, as compared with 5.36 for August 
last year and with a ten-year average rate of 
5.83 for the month of August. Bituminous 
mines produced 44,883,000 tons of coal in 
August, thus indicating a fatality rate of 3.32 
per million tons, as compared with 3.8. last 
year and a 3.90 average for August during the 
ten years 1915-24. Thus, notwithstanding the 
explosion at Wilkes-Barre, the fatality rates 
for both anthracite and bituminous mines were 


lower than in August last year and lower, also, 
than the ten-year average rates for the month. 

Accident records of the Bureau of Mines for 
the first eight months of 1925 show 1461 fatali- 
ties; those for the corresponding period last 
vear showed 1661. The eight months’ tonnage 
was 381,840,000 and 363,520,c00, in the two 
years, respectively. These figures indicate a 
fatality rate of 3.83 per million tons for the 
present year and 4.57 for the first eight months 
of 1924, a reduction of 16 per cent. Later re- 
turns will probably increase the 1925 rates 
slightly, because of deaths from injuries that 
had not proved fatal when returns for August 
were received. The eight months’ fatality rate 
for anthracite mines alone was 6.11 per million 
tons, based on a production of 62,489,000 tons, 
as compared with 5.67 and an output of 59,- 
247,000 tons during the first eight months of 
1924, an increase in the death rate of 8 per 
cent. For bituminous mines alone the fatality 
rate for January to August was 3.38, based 
on a production of 319,351,.00 tons, as com- 
pared with a rate of 4.35 and an output of 
304,273,000 tons for the corresponding months 
last year, a decline in the death rate of about 
22 per cent in 1925. 








Elementary Statistical Methods 

A book which will be of interest to all who 
have to do with statistics is that recently pub- 
lished by the McGraw-Hill Book Company, 
entitled Elementary Statistical Methods, by 
William G. Sutcliffe, A. M., assistant professor 
cf economics in Simmons College. The book 
falls into three general parts, namely, General 
Statistical Methods, Statistical Methods for 
Frequency Series and Statistical Methods for 
Time Series The chapter titles indicate the 
ceneral scope of the work and are as follows: 
Statistics as a Science; The Need for Statis- 
tics; Problems Prior to Collection of Data; 
The Collection of Primary Data; Classification 
and Tabulation; Graphic Methods; Graphic 
Fresentation of Frequency Series; Methods of 
Analysing a Frequency Series; The Mean; The 
Median, Quartiles, and Percentiles; The 
Mode; Summary of Averages; Dispersion; 
Skewness; Correlation; Time Series, Their 
Problems; Index Numbers; Time Series; The 
Problem to which Aanalysis Is Applied; 
Seasonal Variation; Secular Trend; Cyclic 
Fiuctuations: Business Barometers. 

The work is well indexed and the subjects 
treated are frequently illustrated by graphic 
charts. 

This book presents the elementary methods 
involved in the collection analysis and presenta- 
tion of economic statistical data. It explains 
the principles underlying statistical methods, 
the uses of statistics, preparations for statisti- 
cal research, collection of data, classification, 
tabulation, graphic methods, etc. The book 
will he of interest to business executives who 
desire an insight into statistical methods, as 
well as to students and teachers of the science 
of statistics and statisticians in general. The 
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A History of New York 

The well-known directory publishing house 
of R. L. Polk & Co. Inc., New York, has 
gotten out a very elaborate volume entitled 
“New York, the World’s Metropolis.” This is 
a commemorative edition in celebration of the 
300th anniversary of the founding of the city. 
It is divided into seven principal sections, deal- 
ing with New York—The Metropolis; Wel- 
fare and Professions; Real Estate and Con- 
struction; Wealth and Finance; Manufactur- 
ers and Manufacturing ; Merchandise and Mer- 
chandising, and Transportation. There is also 
an additional section embracing bibliography 
and acknowledgments and an alphabetical index 
of names, places, incidents and subject matter 
of all illustrations. The book contains about 
96e pages and is most handsomely gotten up 
and copiously illustrated, the pictures including 
many reproductions of old prints, depicting 
scenes and events in the earlier years of the 
city. Among the matter reproduced is the first 
city directory of New York. An interesting 
feature is the list of business houses of note, 
these being subdivided chronologically by the 
years in which they were established. 





Palmetto Secures Injunction in New York 

The United States District Court has granted 
the petition of the Palmetto Fire of Sumter, 
S. C., for an injunction restraining Superinten- 
dent of Insurance James A. Beha fronr revok- 
ing the company’s license in New York, be- 
cause of its arrangement for writing Chrysler 
motor cars. 








book sells at $3 per copy and may be ordered 
through The Spectator Company. 
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THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN'S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 


Assets - - - -  $4,439,946.82 
Capital - - “ - 750,000.00 
Surplus - - - - 885,425.17 
Voluntary Catastrophe Reserve 500,000.00 
Reserves - - - - 2,200,980.45 


RE-INSURANCE ONLY 


Specializing in Workmen's Compensation Catastrophe and Excess Liability Treaties 
Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 

Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 

















tt HAMPTON ROADS 


FIRE «4» MARINE 
Insurance Company 


NORFOLK, VIRGINIA 


Address Home Office For Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY GEORGE A. MORIN, 
President Vice-Pres. and Managing Under. 
Secretary Fire Dept. 

















Greater Success 


in all sales endeavor is based upon a knowledge of 
salesmanship and a mastery ot its details . 

Through our Educational Course, built upon a 
broad experience in life insurance and sales educa- 
tion, we are able to train men and women for 


greater success with 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


Hartford, Connecticut 
1846 1925 








PENNSYLVANIA 
CASUALTY COMPANY 


LANCASTER, PA. 


Has openings for Progressive General and District Agents 
to handle all forms of Health and Accident Insurance. 


PENNSYLVANIA MARYLAND 
OHIO DISTRICT OF COLUMBIA 
NEW JERSEY DELAWARE 


Executive Offices 


COMMONWEALTH BLDG., PHILADELPHIA, PA. 














To Casualty Insurance Executives 
Cut Premiums--Not Rates 


Two-thirds of United States Auto 
population is yet to be insured. 


Your agent and broker can get this business if you 
will co-operate with him by supplying each with a 
copy of 


“CUTTING THE COST OF AUTO 
INSURANCE IN HALP” 


By HERMAN A. BAYERN 
Specialist in Automobile Insurance 


It Tells the Whole Story, $1.00 


Possession of this book will enable them to sell some of the 
uninsured automobile owners, to successfully meet competition 
with mutual or cut-rate companies, and convince those who are 
insured to increase their limits of liability coverage. On back 
of each book is imprinted your advertisement. 
Messrs. Phillips, Leibell & Fielding, 
attorneys-at-law, New York, say: 

‘“‘The booklet is very well written and undoubtedly 
should be of considerable value. Accept our compli- 
ments for its neat appearance and extent of the informa- 
tion contained in it.’’ 


$1.00 per copy 1000 copies—$490.00 
THE SPECTATOR COMPANY 


Insurance Exchange Publishers 135 WILLIAM STREET 
CHICAGO NEW YORK 
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THE ADJUSTER’S MANUAL 





Dr. C. H. Harbaugh’s New Edition of 
Unique and Indispensable Work 
in the Press 





ENLARGED AND IMPROVED 





Numerous New Articles and IIlustrations 
in This Standard Reference Work 


A new edtion of The Adjuster’s Manual, by 
Dr. C. H. Harbaugh, has been prepared and 
will shortly be published by The Spectator 
Company. The Adjuster’s Manual has for 
twenty years been recognized as the standard 
work of reference in relation to the adjustment 
of accident and health claims and is generally 
regarded as indispensable by insurance com- 
panies, railroad and transportation companies, 
adjusters, agents, and others having to do with 
the adjustment of claims resulting from acci- 
dent or sickness. The author has formulated 
and classified under appropriate heads all the 
conditions that can be met with in dealing with 
such adjustments. Technical terms have been 
avoided in discussing medical subjects, and the 
book is therefore easily comprehended by all. 

This new edition has been almost entirely 
rewritten and many new subjects and illustra- 
tions incorporated in it. The new subjects in- 
clude the following: Ivy Poisoning, Carbon 
Monoxide Poisoning, Wood Alcohol Poisoning, 
Sunburn, Goitre, Cancer of the Stomach, 
Hernia, Semilunar Cartilages, Sleeping Sick- 
ness, Prostate Gland, Hydrocele, Orchitis, 
Hemorrhoids, Vincent’s Angina, Divisions of 
the Body, Organs of the Body. 

All the serviceable matter in the former edi- 
tion is retained and a new paragraph is added 
to each article under accidents and disease giv- 
ing a Prognosis, and under diseases another 
new paragraph relating to total disability irre- 
spective of house confinement. 

In relation to accidents each class of acci- 
dent is described under the following sub- 
heads: Information; Prominent Signs and 
Symptoms; Total Disability; Partial Disabil- 
ity; Prognosis; Adjustment; Effects. 

The third section takes up the different min- 
eral and vegetable poisons, describing each and 
considering the prominent signs and symptoms 
following the swallowing of different poisons; 
the length of time house confinement exists; 
the duration of total disability and partial dis- 
ability, with advice on adjustment, and effects 
on the insurability of the individual after re- 
covery is complete. 

It will be readily recognized that this work 
is of immense value to all who have anything 
to do with the settling of accident and health 
claims. It will contain over 400 pages and will 
be substantially bound in flexible binding, its 
Price being $6 per copy, with liberal discounts 
in wholesale quantities. 


_ Jefferson City, Mo., has launched a local organ- 
ization of insurance agents which will affiliate through 
the Missouri Association of Insurance Agents with 
the national organization. 


Adds to Advertising Department 


Two young Hartford men, George K. 
Gordon and Francis Robinson, have been added 
to the staff of the advertising and sales pro- 
motion section of the A*tna Life Insurance 
Company, it has been announced by Harry E. 
Houghton, director of the section. 


Mr. Gordon, who will handle space adver- 
tising, is the son of the late Louis E. Gordon, 
vice-president of the former Hartford Life In- 
surance Company, and the grandson of the late 
George E. Keeney, the last president of that 
company. Mr. Gordon studied at Harvard and 
for the past two years has been employed by 
the local firm of Adams, Merrill & Co. 





policies of 





advertised? 





Perhaps you know these things, but have said 
that Credit Insurance is too technical, too in- 
volved for you to handle. 
a specially trained agent to sell our policies; but 
we have originated a plan by which a General 
Insurance Broker can function in co-operation 
with our regular agents—and make money doing it. 


Why not investigate the possibilities? Find 
out how many of your present clients are not 
protected by Credit Insurance, then write or 
phone any of our offices for full particulars of our 


plan. 


Attention of General 
Insurance Brokers 


Do you realize the wonderful selling possibilities 
of Credit Insurance? Do you know that thousands 
of well-known Manufacturers and Jobbers in 
every line—in every part of the country—carry \ 


American Credit Insurance? 


Do you know that this broad protective service 
is endorsed by bankers? That it is extensively 
That it offers an exceptionally effi- 
cient Collection Service, through an organization 
of trained specialists operating in 12 strategical 
cities of the United States and Canada? 


Mr. Robinson, who is an artist of ability, 
will design the covers and illustrations for vari- 
ous company publications and advertising mat- 
ter. He is the son of the late Col. C. L. F. 
Robinson, for a number of years president of 
Colt’s Patent Firearms Manufacturing Com- 
pany. 


—William Schneider of East St. Louis, twenty-year- 
old chauffeur who spent October 1 in jail at Belle- 
ville, Ill., under the Illinois debtor laws for non-pay- 
ment of a $5000 personal injury damage suit judg- 
ment because the Fort Dearborn Casualty Company of 
Chicago with which he carried an indemnity policy 
declined to pay because he had not actually paid the 
judgment has filed suit for $5165 damages against the 
insurance company. 


WN 











It is true that it requires 





CThe AMERICAN 


CrREDIT~ INDEMNITY Co. 


J. F.M° FADDEN., presipent 
Offices in all leading Cities 


OF NEW YORK 


New York, St. Louis, 





Chicago, 
San Francisco, Philadelphia, Baltimore, 
Detroit, Atlanta, Etc. 1 


Cleveland, Boston, 
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The Largest Lite Insurance Policy 


Paid in 1924 
On a single life was ONE MILLION FOUR HUNDRED FORTY TWO THOUSAND SEVEN HUNDRED 


THIRTY-TWO DOLLARS 


Then There Were 


Seven policies paid on single lives each over a 


HALF MILLION DOLLARS 
Probably a score or so more of ONE TO FOUR HUNDRED THOUSAND DOLLARS. 
The Above Are Big Figures From Big Business of Big Men In A Select Class. 


THE |INTER-SOUTHERN LIFE INSURANCE COMPANY 


Louisville, Kentucky 


Protects individuals and groups of The Great Common Class of American Citizens with an insurance in force of over One 


Hundred Million Dollars. 


The Beneficiaries of these policies are under the same Legal Reserve Laws as were the big policies in the select class. 

The Agent bearing a check of thousands rather than millions, to an individual beneficiary of that great class of the common 
people, rural and urban, constituting the strength of the Nation; people who read, write, think and build homes thereby stabilizing 
government, is getting a reaction for himself that is impossible in the select class settlement. 


THE {INTER-SOUTHERN LIFE INSURANCE COMPANY 


a Louisville,f{Kentucky 


+ 


Caters to INDIVIDUALS AND GROUPS OF THE GREAT COMMON PEOPLE and wants agents who love just “folks” 
and are anxious to teach folks how to build an estate through life insurance even from small beginnings. 























They’ve Got the Goods 


A commercial salesman with hundreds of 
items in his line, offers possibly only one to 
this customer, and a certain few to another, 
according to his knowledge of what will ap- 
peal. But it takes all of them to arouse the 
interest of all his customers. He must have 
the goods. 


A Peoria Life agent has the goods; partici- 
pating and non-participating policy contracts; 
double indemnity and income disability bene- 
fits, special policies for children, and insurance 
for women on equal terms with men; all the 
staple plans, plus others with distinctively at- 
tractive Peoria Life features. 


He need never display all his wares to win 
one prospect. But having them all, he is 
prepared to meet any emergency, to satisfy 
any need. 





Peoria Life Insurance Company 


Peoria, Illinois 











Sunny California 


Business is on a solid footing in California. Her 
natural advantages of climate and resources continue to 
draw men of means and vision. 


The substantial Lincoln National Life organization 
in California offers many splendid openings for District 
Agencies and for personal producers in every section of 
the State. fig. z bail 

ae x 


a * % 

If you like to work where there is money and a chance 
to solicit business in comfort every month inthe year, 
you should 











in California. 
Address either: 
G. EVERETT, State Manager, 


804 Garland Building, 


Los Angeles, California 


or 


The Lincoln National Life 
Insurance Co. 
“Its Name Indicates Its Character” 
Lincoln Life Building, FORT WAYNE,IND- 
More Than $375,000,000 in Force 
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FIRE 


Purchaser of property under voidable mort- 
gage foreclosure sale is entitled to recover, 
notwithstanding the sole ownership clause. 
Insurer cannot question insured’s title to 
the property in absence of fraud or bad faith. 

Plaintiff purchased certain property under a 
mortgage foreclosure sale. The property was 
sold, however, at the courthouse door of Dal- 
las county instead of the place named in the 
mortgage, and it was not shown that due no- 
tice of the sale had been given. Fullerton, the 
purchaser, bid $2000 for the building, which 
was a reasonable offer. There was no sugges- 
tion of fraud or bad faith by Fullerton or his 
attorney in the foreclosure of the mortgage and 
the sale of the property. 

After the sale, Fullerton, the purchaser in- 
sured the property with defendant for the sum 
of $1500 and thereafter the building burned. 

The policy contained the usual condition that 
it should “be void * * * if the interest of 
the insured in the property be other than un- 
conditional and sole ownership.” 

Held, that the sale to Fullerton was merely 
yoidable, not void, and could only be set aside 
by the vendor or his assigns. Even if the title 
held by Fullerton was absolutely void, in the 
absence of fraud or bad faith on his part, the 
title could not be questioned by the insurance 
company. Judgment for plaintiff ordered. 
Wilson vs. Firemans Fund Ins. Co. (Court 
of Cir. App. of Texas), 274 S. W. Rep 176 


Evidence of custom of local insurance 
agent to cancel insurance and take out new 
policy without application held to be ad- 
missible. 

Under the deed of trust of the properties 
insured against fire with the defendant com- 
pany, the mortgagor was required to keep the 
insured in such companies as the 
mortgagor might select. The manager of the 
mortgagor selected certain insurance agents for 
the onion of effecting this insurance. These 
agents obtained two insurance policies for 
$5250 a covering the above properties from 
the Providence Washington Insurance Com- 
pany. Upon being instructed by the Provi- 
dence Company to cancel these policies, these 
agents immediately attempted to comply with 
the instruction and issued two policies in the 
Alliance Company for the same amounts, cov- 


properties 


ering the same properties. 

No notice was given to plaintiff of the in- 
tention of the Providence company to cancel 
the policies, nor was either plaintiff notified of 
the issuance of policies in the Alliance com- 
Pany until after the destruction of the prap- 
erty by fire. 

Held, that evidence of the regular custom of 
the local insurance agent on cancellation of 
policies to take out new insurance, is admis- 


sible. This does not vary terms of policies pro- 
viding for cancellation by notice, as it showed 
authority of agent to act for the assured and 
showed cancellation by mutual assent. In this 
case, the local custom was known by the man- 
ager of the mortgagor, whose duty it was to 
keep the properties insured, although it was 
not known to the mortgagee. 

The insured could ratify the act of the in- 
surance agent, after the loss occurred and did 
ratify it, by promising to return the old poli- 
cies, and by making proof of loss and bringing 
suit under the new policies. 

Alliance Ins. Co. vs. Continental Gin Com- 
pany, et al. (Court of Cir. App. of Texas), 
274 S. W. Rep. 290. 


ACCIDENT 

When is death due to accident? 

The defendant issued a policy of insurance, 
against death, “effected directly and independ- 
ently of all other causes, through external, vio- 
lent, and accidental means.” The beneficiary, 
wife of the insured, brought suit upon the pol- 
icy. The proof of death stated the cause to 
be, “acute myocarditis, caused by strain in lift- 
ing; contributory (secondary) influenza sev- 
eral weeks ago.” The insured, on the after- 
noon before his death, assisted in pushing an 
automobile which was stalled on a muddy 
road. An attack of influenza (several weeks 
previously) had weakened his heart and death 
occurred that evening at II p. m. as a result 
of the unusual strain. 

Held, that 
injury aggravates the effect of the disease, and 
hoth acting together cause death, the injury is 
cause of death. The 


where death occurs because an 


not the direct and sole 
heart trouble was not external violent, nor was 
it an accidental malady. It was the result of 
a very serious illness. Verdict directed for 
defendant. 

Swift vs. Federal Life Ins. Co. (Dist. Ct., 
N. D., Texas,, Dallas Division), 6 Fed. Rep. 
(2nd) 283. 

LIFE 

Letter to insured is sufficient notice of 
dishonor of check. Proof of mailing need 
not be made by personal recollection. Cashier 
of branch office of insurance company has 
no power to waive lapse of policies. 

The beneficiary brought an action to recover 
upon three’ policies of insurance, covering the 
life of her husband, for the sums of $5000, 
$2500 and $1000, respectively. The company’s 
defense was that the checks given in payment 
of the quarterly premiums were dishonored, 
and that the policies had lapsed for non-pay- 
ment of premiums. 

Held, that a letter sent by the insurance 
company’s agent advising the insured that the 
premium check for $123.99 had been refused 
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Tnsurancece Decision& 


By Joseph @. Seller of the New York Bar G 





payment for lack of funds was sufficient no- 
tice and required the insured to make payment, 
before the last day of grace expired on January 
15, 1924. 

Plaintiff claimed that there was no sufficient 
proof to show that the insured was advised 
that policies had been forfeited. However, in 
the depositions, all the witnesses swore that the 
letters from the company were written and 
mailed in due course. There were no cross- 
examination questions, however, to determine 
whether the witnesses personally stamped and 
deposited the letters in the mail. The courts, 
should now take notice of the complexity of 
modern business, which make it impossible for 
the identical person who deposited the letters 
in the mail to swear to the mailing from per- 
sonal recollection. Such technical proof, im- 
possible to obtain, should not be required even 
where the receipt of the letvers is denied. In 
this case, the plaintiff said that she could not 
find the letters among her husband’s papers. 

The contract provided that no agent, other 
than certain officers, should have (power, “to 
waive any lapse or forfeiture.” Held, that the 
cashier of a branch office of twe defendant in- 
surance company had no power, to waive any 
forfeiture under the policies. His letter, there- 
fore, to the insured, stating that he was draw- 
ing a draft for the amount of the dishonored 
check, could not operate as a waiver of the for- 
feiture. On March 22, a month prior to the 
insured’s death, the company entered the poli- 
cies upon its records as lapsed. 

Plaintiff cannot recover, as the policies had 
lapsed for non-payment of premiums. 

Ponder vs. Jefferson Standard Life Ins. Co.., 
Dist. Ct, W. BD 
Series 300. 


Louisiana, 6 Fed. Rep. 2nd, 


FIRE 

Burden is on insurer to prove a breach of 
warranty. Warranty not complied with, 
which required inventory of stock of goods. 
Adijuster’s promise to pay loss does not 
waive forfeiture for breach of warranty. 

The defendant issued its policy, insuring 
plaintiff against loss by fire as follows: $1200 
on stock of grain and $800 on machinery. The 
insurance company denied liability after loss, 
claiming that plaintiff had not taken an inven- 
tory of its stock within twelve months prior to 
issuance of policy and did not take such in- 
ventory within thirty days after policy issu- 
ance. 

Held, that the burden of proving breach of 
this warranty was on defendant. The manager 
and one of the partners in plaintiff’s firm 
testified that he took an inventory practically 
every day. He merely looked over the stock 
and said that if he put down the amount at all, 
he merely put it on a card and kept it on his 
desk where he could refer to it for the pur- 
pose of buying. Held, that this did not amount 
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The Otis Hann Company, Inc. 
‘“‘Life Insurance Service’’ 
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Established 1865 by David Parks Fackler 
EDWARDB.FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 
Consulting Actuaries 
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MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 
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Woodward, Fondiller and Ryan 
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Actuarial, Statistical and Accounting 
Service in All Branches of Insurance and 
for Pension Plans: Office Systems and 
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CONSULTING ACTUARY 
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Expert Advice on Domestic, Tropical and 
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Hubbell Building 
DES MOINES, IOWA 


Adjuster 

















T. J. McCOMB 
CONSULTING ACTUARY 
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ADJUSTERS 
Anywhere in Province of Ontario, Canada 
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Consulting Actuary and Counsellor 
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Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de 


sirable. 
Phone: JOHN 1090 





50 John St. New York City 
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Miscellaneous Insurance 








The insured claimed that the company had 
waived this forfeiture, since tne adjuster had 
promised to pay the loss. There was no evi- 
dence, however, to show that the adjuster knew 
of the failure to take an inventory at the time 
he made the promise to pay. 

Judgment for plaintiff reversed. 

Germania Fire Ins. Co. vs. kort Worth 
Grain & Elevator Co. (Commission of Appeals 
of Texas, Sect. A), 274 S. W. Rep. 123. 


AUTOMOBILE 

Seller's policy on car, covers loss for dis- 
appearance of purchaser with car. 

The seller of a second-hand automobile in- 
sured it with defendant against theft and fire. 
A rider on the policy also indemnified the mort- 
gagee against loss through wrongful conversion 
by the purchaser, amounting to larceny or 
embezzlement. The purchaser paid $75 in cash, 
executed his note in favor of the insured for 
$030, the balance of the purchase price, gave 
three references, and two days after the pur- 
chase of the car disappeared with the car. 
Neither the purchaser nor the car could be 
located thereafter although a careful search 
was made. 

Held, that the purchaser’s act was equivalent 
to larceny or embezzlement and judgment 
should be given for the plaintiff under the 
policy. 

Piper vs. Dennis (Court of Civil Appeals of 
Texas), 274 S. W. 307. 

Mutual Benefit Life Insurance Company’s 

Cash Dividends per $1000 for 1926 

ORDINARY LIFE 


Year Policy ——————A gee at Issue, 

Was Issued 25 30 85 40 45 50 

Premium... 20.14 22.85 26.35 80.94 37.08 45.45 
| ae 7.10 y Ayo 8.50 9.61 11.14 13.07 
BORE carne eis 6.93 7.51 8.24 9.28 10.74 12.62 
Ce 6.76 7.82 8.01 8.96 10.34 12.17 
1919 6.60 7.13 T.77 8.66 9.95 11.71 
Co ee 6.45 6.94 7.55 8.37 9.57 11.26 
2 See 6.30 6.77 7.33 8.10 9.20 10.81 
1922 6.15 6.59 7.12 7.83 8.84 10.36 
|. Sra 6.00 6.42 6.91 7.57 8.50 9.92 
1 Apres 5.85 6.25 6.71 7.82 8.18 9.49 
|. 6.73 6.09 6.51 7.08 7.86 9.07 


20-PAYMENT LIFE 





Year Policy ) —_————Age at Issue——————__, 

Was Issued 25 30 35 40 45 50 

Premium... 30.12 32.87 36.22 40.38 45.73 52.87 
2 | Bee 8.62 9.21 9.99 11.01 12.88 14.10 
a 8.27 8.84 9.57 10.52 11.84 13.53 
1 7.94 8.47 9.16 10.05 11.31 12.97 
1919 7.62 8.12 8.77 9.60 10.79 12.40 
i ae 7.30 7.78 8.39 9.16 10.28 11.85 
rn 7.00 7.45 8.02 8.74 9.79 11.29 
1 6.7 7.13 7.66 8.34 9.381 10.75 
Vo eee 6.41 6.81 7.31 7.95 8.84 10.21 
Lt Se 6.13 6.51 6.98 7.57 8.40 9.68 
Se 5.85 6.22 6.66 7.21 7.97 9.17 


20-YEAR ENDOWMENT 


Year Policy ——————A ge at Issue, 
Was Issued 25 30 35 40 45 50 


Premium... 48.15 48.83 49.85 51.48 54.22 58.81 
| Os 11.384 11.64 12.04 12.65 13.61 14.91 
Co 10.67 10.98 11.88 11.98 12.938 14.25 
7 10.03 10.84 10.75 11.32 12.26 13.60 
i 9.42 9.73 10.13 10.69 11.61 12.95 
1) 8.82 9.18 9.54 10.08 10.98 12.31 
1921....... 8.24 856 8.96 9.50 10.86 11.67 
1) ae 7.68 8.01 8.41 8.93 9.76 11.05 
128....... V4 F.4% FST 8:89 9.28 -10.48 
| 6.61 6.95 17.85 17.87 8.63 9.83 
IDOE o.< o 5 0-e 6.09 6.55 6.85 7.36 8.09 9.25 


—The Continental Life Insurance Company of St. 
Louis during the first ten months of 1925 has writ- 
ten approximately $35,500,000 and should end the 
year with a total in excess of $42,000,000. 


Does Not Favor Preferred Stock Issue 

Mapison, Wis., November 9.—That the is- 
suance of preferred stock by insurance cor- 
porations is against public policy is the declara- 
tion of Insurance Commissioner W. Stanley 
Smith, in a statement made public on Monday. 
The Smith statement is prompted by a request 
from two different insurance corporations do- 
ing different classes of business in the State, 
as to whether preferred stock can be legally 
issued in Wisconsin. Although Attorney-Gen- 
eral Herman L. Ekern, in an official opinion to 
the insurance department, has held the issuance 
of preferred stock valid, Insurance Commis- 
sioner Smith believes that the present statutes 
with 
ciples and practices would forbid the issuance 
of preferred stock. Mr. Smith also contends 
that the duties and obligations of the stock- 


construed reference to insurance prin- 


holders of an insurance corporation should be 
equal and that there should be no division of 
classes in preferred and common stock issues. 


The Insurance Year Book for 1925 

The three volumes comprising the 1925 edi- 
tion of The Insurance Year Book, covering in 
separate volumes fire, life, and casualty busi- 
ness, have received a thorough inspection and 
are found most complete and_ serviceable, 
mainly for information as to companies in the 
United States, Canada, and Great Britain, but 
also for valuable related information of many 
kinds regarding insurance. These books are a 
veritable annual insurance encyclopedia. 
James A. Beha, Superintendent of Insurance, 
New York. 

We find these books to be of great interest 
and feel sure they will prove very beneficial in 
the department.—Alexander J. Johnson, Super- 
intendent of Insurance, Illinois. 

We find this publication to be one of the 
most valuable in our library each year.—How- 
ard P. Dunham, Insurance Commissioner, Con- 
necticut. 

I find these books will be very valuable to 
the department in supplying information which 
is very fully set forth in these publications.— 
Stacey W. Wade, Insurance Commissioner, 
North Carolina. 


Death of T. M. N. George 

T. M. N. George, of Atlanta, Ga., assistant 
manager of the Cotton Insurance Association, 
was killed in Tiajuana, Mexico, by thugs the 
early part of last week, according to press re- 
ports from San Diego, Calif. He died of a 
fractured skull, received in his encounter with 
the thugs on one of the streets of Tiajuana, 
where he arrived Monday of last week. 

The late Mr. George became connected with 
the Cotton Insurance Association several years 
ago, leaving an insurance office in Atlanta to 
join. He was 37 years old. 

Arson Investigators Required 
Austin, Texas, November 6.—State Fire 
Marshal J. J. Timmins has announced that 
cities with 25,000 or more population will be 
required to have special men for arson in- 
vestigation, and if the work is not being han- 
dled by any one at present an additional man 
will be required. 
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NEW CROP INSURANCE PLAN 


Kansas Mutual Would Protect on Basis of 
Average Yield 


ToreKA, Kan., November 7.—William R. 
Baker, Superintendent of Insurance, 
has a new insurance problem brought up to 
him in the operations of the Sterling Mutual 
Insurance Company of Topeka. 
is managed by E. F. McCloskey, formerly con- 
nected with the defunct Majestic Fire Insur- 
ance Company. 


Kansas 


The company 


The Sterling was organized and has been do- 
ing business for a year as a mutual hail insur- 
ance company. It proposes to come under the 
terms of the Kansas uniform mutual insurance 
law, which extends its powers materially. At 
present the company may write only hail insur- 
Under the uniform law it may write 
crop insurance and the company has developed 
a plan of crop insurance that is causing all the 
trouble before the insurance department. 


ance, 


Mr. McCloskey had the same scheme in oper- 
ation in Osage county some years ago and was 
stopped by the department. That was before 
the enactment of the unifornr mutual law. The 
Hartford Fire once proposed to write drouth 
insurance in Kansas and was stopped by the 
department. 

What the Sterling proposes to write is hail, 
frost, drouth and winter kill insurance on wheat 
on the basis of a guaranteed yield per acre. The 
four lines are to be written in the same policy 
and under the same conditions at 50 per cent 
above the hail rate for the county in which the 
wheat is located. 

The company proposes that in each county 
it will take the average crop yields for ten 
years as the basis for the yields in that county. 
This may be ten, twelve or twenty bushels per 
The company then offers to the farmers 
in that county a guarantee of a yield of what- 
ever may be the average yield per acre for the 
county. 


acre, 
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Henry Moir, president of the United States 
Life Insurance Company, was elected presi- 
dent of the St. Andrew’s Society of the State 
of New York for the coming year, at the an- 
nual business meeting of that organization held 
at the Waldorf last Thursday evening. He 
succeeds John Sloane. J. H. McIntosh, for- 
merly counsel of the New York Life Insurance 
Company, was chosen vice-president of the 
society. Membership in this society is limited 
to persons of Scottish lineage. Its New York 
branch was established in 1756 and is one of 
the oldest in the organization. It numbers 800 
members. The society will hold its annual 
banquet, which ranks as one of the most im- 
portant of the year in New York city, at the 
Waldorf, November 30. 


Floyd N. Dull, resident vice-president of the 
Commercial Casualty Insurance Company in 
New York, was elected Mayor of Rutherford, 
N. J., Tuesday, November 3. 








THE SPECTATOR 




















Our Agents Have 


A Wider Field— 


Age Limits from 0 to 60. 


ly Premium plan. 


“0.6 L. BUILDING Participating and Non-Participating Policies. 


Same Rates for Males and Females. 

Double Indemnity and Monthly Disability Income features for 
Males and Females alike. 

Standard and Substandard Risk Contracts, i. e. less work for nothing. 


We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ill., Ia., 
Kans., Md., Mich., Minn., N. M., Okla., S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd. cunning through 
to Quincy and Wells Street, right in the heart of Chicago’s Financial District. 
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“LS AUVTO 


An Increased Opportunity Because We Have 


Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 
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x as a result of eight decades of endeavor, offers financial 
Operating In fk ; x ‘ 
Grows— — strength, reputation, magnitude, leadership, and life 
Alabama insurance service. 
Arizona 
The territory directly served by the anneal 
Home Office at Des Moines is one of Colorado 
the largest and most progressive sec- a Those considering life insurance as 
tions of rural America, whose per IMlinois ° ier 
capita wealth is $4,274.00 and general Indiana a profession are invited to apply to 
conditions most favorable. In this — 
ansas 
state are wonderful sales opportu- Kentucky 
nities for enterprising salesmen who Michigan 
wish to increase their earning ability sera 
and can easily do so with the National New Mexico 
Life’s popular form of low cost policies, Oklahoma 
which enable them to sell more in- ——— 
surance to more people. Texas : 
- : Washington ] L f | C 
Write for further particulars. Wyoming The Mutua Ire insurance VCO. 
N ° ] Lif A eC of New York 
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THERE IS ONLY ONE NATIONAL LIFE ASSOCIATION 








THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York 
—— has a record of EIGHTY-TWO YEARS of prosper- 
It has passed through 
panics, pestilence and wars unharmed, and today, 
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Life Insurance Without Medical Examination 


By Frankiin B. MEADE 


Secretary and Actuary, Lincoln National Life Insurance Company 


As a preliminary to any consideration of the 
present topic or a preliminary to the adoption 
of the practice in any company it would seem 
proper that some investigation should be made 
as to what service the medical examination 
renders and whether that service is sufficient 
return for the medical examination fee and all 
the administrative costs that result from the 
medical examination and as an adjunct to this 
very pertinent consideration, subsidiary con- 
sideration should be given to the other auxil- 
iaries of selection and what they accomplish. 

It might be well to state in passing that it 
is quite possible that the conditions revealed in 
this paper might not apply to other companies 
and that the conditions in the same company 
might vary as regards territory, agencies or 
agents; also as a corollary it may be further 
stated that the rules regarding insurance with- 
out examination should be based upon the con- 
ditions in the individual companies and not upon 
the conditions of competition in the field; 
otherwise bitter experience, if not serious 
losses, might result. It is believed, however, 
that the statistics submitted will throw con- 
siderable light on the subject. 

Before adopting the procedure of non-med- 
ical insurance, which we are doing gradually, 
State by State, we made an analysis for the 
year 1924 as regards the first three States in 
which we inaugurated the plan, Minnesota, 
Michigan and North Dakota. These States 
were selected for the reason that they seemed 
to most resemble the conditions in Canada and 
it was our idea to develop our technique with 
the business in these States and then develop 
in other States gradually. 

An examination of Table A reveals the fact 
that approximately 80 per cent of the modifica- 


—_—_. 


Extracts from a recent address before the American 
Life Convention. 


tions and 80 per cent of the rejections are due 
to the applicant’s statement. It will also be 
noted that of the remaining 20 per cent the 
sources of information causing modification or 
rejection are about equally divided between the 
examination and the other sources of informa- 
tion. 

By referring to Table B it will be observed 
that under the plan without examination or, 
rather, the selective risk plan which is perhaps 
a better term, inasmuch as some are actually 
held for examination, the percentage of cases 
taken standard without examination was 93.2 
per cent by number and 93 per cent by amount; 
and by referring to Table D, 1.2 per cent by 
number and amount were taken standard after 
examination, making a total taken standard of 
94.4 per cent by number and 94.2 per cent by 
amount, as compared with 88.1 per cent by num- 
ber and 88.9 per cent by amount taken standard 
by examination in 1924. It will thus be seen 
that we took 5.3 per cent more standard by the 
selective risk plan. Again from tables B and 
D it will be found that the total amount modi- 
fied including the unexamined and examined by 
the selective risk plan was 5.1 per cent and the 
total amount rejected 1 per cent. Since we re- 
jected 1 per cent by the selective risk plan, as 
compared with 1.1 per cent by the old plan, it 
is a reasonable assumption that we eliminated 
most of the declinable cases by the selective 
risk plan; that the agent is eliminating risks 
which would otherwise have applied under the 
old plan but that a certain number, approxi- 
mately 5.3 per cent perhaps, are being intruded 
which under the old plan would either have 
been rejected or modified. It is, therefore, to 
be presumed that the agent is more inefficient 
in enlisting the necessary information than the 
examiner and it is, therefore, necessary to care- 
fully watch the business and train the agents 


3! 


who are defective in this respect and, should 
an individual agent not measure up in a short 
time to the necessary efficiency or show some 
considerable progress, to require that his busi- 
ness be conducted on the examination plan. 

We reviewed the 28 applications for $38,500, 
which were modified in 1924, as a result of the 
work of the examiner, and found that the aver- 
age assessed mortality was 208.5 per cent. This 
large percentage was due to the fact that a few 
were issued on the graded death benefit plan 
with an assessed mortality of 300, 400 or 500 
per cent. Those not so assessed would prob- 
ably be assessed, on the average, slightly in ex- 
cess of 150 per cent. It is quite probable that 
we caught most of those rating 300 per cent 
and over by the selective risk plan and, there- 
fore, an average rating of 200 per cent for 
those which were taken standard by selective 
risk plan would be a high and conservative esti- 
mate. It might be said that the average extra 
mortality charge on these risks would be about 
$6.00 per thousand net, on the estimate that 
there are about $200,000 of such cases, which 
is roughly 5.3 per cent of the amount sub- 
mitted, the loss chargeable directly to the lack 
of examination would be about $1200 anually, 
against which we have saved approximately 
$12,500 in medical examination fees. 

An analysis of our operating costs develops 
the fact that there is considerable saving in 
operation as a result of the selective risk plan. 
This amounts to about 75 cents per policy and, 
therefore, we had a saving of from $18,000 to 
$19,000 from this item alone. This does not take 
into account the saving in time at the branch 
offices or general agencies or the very con- 
siderable saving in time as well as elimination 
of annoyance to the agent in connection with 
having the examinations consummated; that 
last is a very considerable item. (The analysis 
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Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
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unlimited production. 
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Confidential communication invited from those 
with clean records and with ability to handle 
such an agency. Address 
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tive risk plan. It will be noted that approxi- 
mately two-thirds of these were required on 
account of the applicant’s statements. Table D 
also shows the disposition of these cases which 
were held for examination. In about one-fifth 
of the cases the examination had not been re- 
ceived at the time of the analysis; in one case 
the examination was received but was not suffi- 
ciently complete and in about 80 per cent of 
the cases the completed examination was re- 
ceived. One-half of the cases examined were 
issued on a standard basis and of the remainder 
two-thirds were issued on a substandard basis 
and about one-third more were declined. 

By referring to Tables A and B it will be 
found that whereas in that portion of the 1924 
business analyzed only one case for $1000 was 
modified or declined on account of the agent’s 
statement, we have had the benefit of the 


of the saving in cost in handling selective risk 
business is set forth in Table C.) 

From the foregoing it would appear to be a 
conservative assumption that we have saved 
several thousand dollars at the home office un- 
der the selective risk plan. 

I have had correspondence with another 
company which has done considerably more 
business than ourselves on this plan. While 
the executives of this company are highly 
pleased with the result up to the present time 
and plan upon extending it, they are watching 
carefully the same situation which we have ob- 
served, namely, the decreasing percentage of 
impaired risks submitted under the selective 
risk plan. - 

In Table D is set forth an analysis of the 
reasons for requiring examinations in seventy- 
six cases which were examined under our selec- 





TABLE A—BUSINESS SUBMITTED IN MINNESOTA, MICHIGAN AND NORTH DAKOTA IN 1924 


ALL MALE AND ALL SINGLE FEMALE LIvEs To AGE 45, INCLUSIVE, FOR AMOUNTS NOT EXCEEDING $2,500 
ON LIFE AND LoNG TERM ENDOWMENT PLANS AND $3,000 ON TWENTY YEAR AND SHORTER TERM ENDOWMENTS 


Total Submitted Taken Standard Taken Substandard Declined 
No. Amount No. Amount No. Amount No. Amount 
2106 3,126,949 .61 1857 2,799,949 .61 225 311,000 .00 24 36,000.00 
88% 89% 11% 10% 1% 1% 
ANALYSIS OF SOURCE OF INFORMATION CAUSING MODIFICATION 
Information 
Rec’d from 
Cases Applicant’s Agent’s Information rec’d Insp. Attending 
Submitted Examination Statement Statement from Other Report Physician 


Companies 
No. Amount No. Amount No. Amount No. Amount No, Amount No. Amount No. Amount 


225 311,000 28 38,500 176 241,500 1 1,000 11 15,500 5 9,000 4 5,500 
6° 3° J 9 5 2% 2% 


10.6% 9.9% 1.8% 1.2% 84% 7.7% 0.0% 0.0% 5% 5% .2% 3% 
ANALYSIS OF SOURCE OF INFORMATION CAUSING RE-:ECTION 
Information 
Information Rec’d from 
Cases Applicant’s Agent’s Rec’d from Other Inspection Attending 
Submitted Examination Statement Statement Companies Report Physician 
No. Amount No. Amount No. Fmount No. Amount No. Amount No. Amount No. Amount 
24 36,000 5 6,000 18 29,000 0 1 1,000 0 
1.1% 1.1% 2% .2% .9% 9% % 0% 0% 0% 0.0% 0.0% 0% 0% 


TABLE B—SELECTIVE RISK BUSINESS FROM APRIL 1 TO AUGUST 1, 1925 
ALL MALE AND ALL SINGLE FEMALE Lives To AGE 45, INCLUSIVE FOR AMOUNTS NoT EXCEEDING $2,500 on LIFE AND 
LONG TERM ENDOWMENT PLANS AND $3,000 ON TWENTY YEAR AND SHORTER TERM ENDOWMENTS 
Add’! Information 


Requested but Not Held For 
Total Submitted Taken Standard Taken Substandard Declined Received Examination 
No. Amount No. Amount No, Amount No, Amount No. Amount No. Amount 
2591 3,787,300 2415 3,522,800 84 127,000 12 15,500 4 5,500 76 116,500 
93.2% 93.0% 3.2% 3.3% 5% 4% 1% 2% 3.0% 3.1% 


ANALYSIS OF SOURCE OF INFORMATION CAUSING MODIFICATION 


Information Information Rec’d 
Cases Applicant’s Agent’s Rec’d from Inspection From Attending 
Submitted Statement Statement Other Companies Report Puysician 
No. Amount No. Amount No. Amount No. Amount No. Amount No. Amount 
105 160,000 81 124,500 4 8,000 14 21,500 5 5,000 1 1,000 
4.0% 4.2% 3.1% 3.3% 2% .2% 5% 6% 2% % 0.0% 0.0% 
ANALYSIS OF SOURCE OF INFORMATION CAUSING REJECTION 
Information Information Rec’d 
Cases Applicant’s Agent’s Rec’d from Inspection From Attending 
Submitted Statement Statement Other Companies Report Physician 
No. Amount No. Amount No. Amount No, Amount No, Amount No. Amount 
20 26,000 14 18,500 0 eo oF 1,000 2,000 3 4,500 
71% 7% 5% 5% 0% 0% 0.0% 0.0% 1% 1% MG 1% 
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agent’s advice in modifying four cases for 
$8000 under our selective risk plan. It will pe 
further observed that the information receive 
from other companies has been of value in cop. 
nection with about the same relative number 
of cases, namely, 1% of 1 per cent. We have 
received about the same amount of information 
of moment from the attending physician but ap 
investigation of the individual cases reveals the 
fact that the three cases rejected under the 
selective risk plan on account of unfavorable 
information from the attending physician haye 
been in connection with very serious cases and 
the saving was very great. We credit the at. 
tending physician with $1.00 for the informa. 
tion requested and so advise with the request, 
We have found this a very valuable aid to se. 
lection, although the information is requested 
in only a very small proportion of the cases, 


The service received from inspection sources 
has been extremely disappointing. Inspections 
were actually made in only a small proportion 
of the cases analyzed under Table A and we 
received information which was of value in 
assessing the risk in only .3 of I per cent of 
the total number of cases, both inspected and 
uninspected. However, in connection with the 
selective risk plan all of the cases have been 
inspected and we have received information in- 
fluencing action in less than .3 of 1 per cent of 
the cases by number and .2 of 1 per cent by 
amount. 


Since the introduction of the selective risk 
method of transacting business the inspection 
agencies have been very active in bringing to 
the attention of the companies the great aid 
which they can be in connection with this 
method of doing business. The analysis of our 
own business, however, has developed the fact 
that they have been of less aid to us in con- 
nection with the selective risk business than 
in connection with the examined business, even 
though we have had all the selective risk busi- 
ness inspected. We have, therefore, indulged 
in the luxury of the inspection report at a con- 
siderable financial loss. In fact, an analysis 
which we have made for a number of years in 
connection with our medically examined busi- 
ness has demonstrated that the company can 
get but little return for the outlay in inspection 
fees, to say nothing of the administrative cost 
of handling inspections at the home office, in 
connection with the type of business which 
comes within the scope of the selective risk 
plan. Inspections, however, can be of great 
assistance, as is demonstrated frequently in 
connection with speculative risks and hazard- 
ous risks of like type on applications for 
large amounts and special types of risks. 

Another shortcoming of the inspection report, 
not only in connection with the selective risk 
type but for the other types, is the incorrect 
inspection report, which is very costly to the 
company, involving a cost which cannot be 
measured but a cost which must be taken into 
account when considering the cost of inspection 
reports. 

Inasmuch as we have modified or rejected 
$7000 of our selective risk business on account 
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of the inspection report, and it is a reasonable 
assumption that the net cost of the extra mor- 
tality would not have been over $12 per thou- 
sand, we have saved less than $100 per annum 
as a result of an expenditure of nearly $2t00 
for inspection fees and in addition there has 
been considerable administrative cost in order- 
ing and handling the inspections; and we have 
had two or three unfavorable inspections which 
were apparently incorrect, and this caused an 
additional outlay. 

The plea is constantly being made by in- 
spection companies that they wish to give 
special attention to the selective risk business in 
view of the fact that no examiner is involved, 
but I cannot see why as much care and atten- 
tion should not be given to the medically 
examined business as in connection with the 
business which is not examined. If there is any 
unfavorable information that can be developed 
through inspection sources which should in- 
fluence action we need it in connection with the 
medically examined business as well as in the 
business which is not examined. But it must 
also be constantly borne in mind that we have 
no use for unfavorable information which does 
not influence our action. 


Just as this paper was first being written, we 
completed an analysis of our business in Texas 
which would have been eligible under the selec- 
tive risk plan for 1924—1929 cases in all for 
$3,126,950. The conditions there are practi- 
cally in accord with conditions in North Da- 
kota, Minnesota and Michigan. The declined 
business was about I per cent by number and 
amount, which approximately coincides with 
the experience in the other three States. How- 
ever, the substandard business was. slightly 
greater, 11 per cent by number and 12 per cent 
by amount. The examiner aided us in a smaller 
percentage of cases in Texas than in the other 
three States; only 1 per cent of the modifica- 
tions by amount were due to the work of the 
examiner but on more than .1 of 1 per cent of 
the rejections. A somewhat greater per cent 
of the modifications and rejections were due to 
the statements of the applicants. The inspec- 
tion service apparently gave as much less help 
in Texas than elsewhere. We modified only 
one case for $2000 on account of inspection ser- 
vice, i.e., .1 of I per cent, whereas none of our 
rejections resulted from the inspection service. 
This, of course, refers only to the business 
which would have been eligible under the selec- 
tive risk plan. 


THE SPECTATOR 





INSURANCE EDUCATIONAL SECTION 


Sends Message to National Association 


Members 


Frank L. Jones, president of the National 
Association of Life Underwriters, has issued 
his first message to the members of that or- 
ganization as follows: 


The convention of the National Association 
of Life Underwriters in Kansas City demon- 
strated again that the most advanced ideas and 
methods of life underwriting are developed 
each year in this great open forum of the un- 
derwriters of America. It is unfortunate that 
only 10 per cent of the members of our local 
associations could be present to hear the fore: 
most men of this country discuss life insurance 
in its relations to education, banking, benefac- 
tions, thrift, taxation and other important in- 
stitutions. 

During the ensuing association year we shall 
send from the National headquarters some out- 
lines of these important talks, with suggested 
programs, so that they may be presented locally 
to the membership of the National Association 
which agegreates about fifteen thousand. In 
this way advanced ideas may be the common 
property of our membership. 

The National Association was conceived in 
the idea that we should establish and maintain 
ethical standards. Long ago the leading un- 
derwriters of America were in agreement upon 
the principal standards which should obtain in 
our profession. We need no longer put great 
emphasis upon that important subject. We are 
now involved in constructive practices which 
follow two major lines: 

First, the consideration and development of 
life underwriting as a profession. To pro- 
mote and develop that idea the National Asso- 
ciation has encouraged the creation of schools, 
correspondence courses and libraries, so that 
in reach of every underwriter in America 
there is the means of education through study, 
and the opportunity to read good books, affect- 
ing not only the principles of life insurance, 
but the proper practices of it—books on psy- 


chology, on methods, on furfctions and on 
special phases of service. 
Second, we are creating contacts between 


life insurance as an institution and all of the 
other leading social institutions of America. 
In our National conventions and in local asso- 
ciation meetings, we are developing almost 
daily the close contacts with trust companies, 
educational institutions, business organizations, 
families and charitable institutions, that are 
mutually helpful and profitable. 

There is no other institution in this country 
that is so closely related to all of the other 
social institutions as is life insurance. The 
broad sciences of sociology and economics have 
been taught for years in our leading colleges 
and universities. The principles which have 
been established in these two sciences have 








TABLE C—COMPARATIVE DIRECT LABOR COST PER POLICY BETWEEN REGULAR AND 
SELECTIVE RISK 


Er ait ae in labor cost on Selective Risk (based on June, 1925, business). 


New Business Department—Application Section 
1, Matching Application and Examination... . 


2. Following unmatched cases by form letter..........--- 


3. Checking Medical Examiner.............- 


B. New Business Department—Policywriting Section 


1, Crediting Examiner’s Fee...........0.e00 


C. Underwriting Department 


1. Based on saving in time involved in reviewing a Selective 


WRUMRS CONG ars, Fic meviivie neeasinsecte adenine 
D. Medical Department 


1. Handling Appointments Irregularly examined cases, etc... .. 


Total Savings in Labor Cost per Month............ 
II. Direct Labor Cost per Regular Policy.......... 


i. Direct Labor Cost per Selective Risk Policy. ........2e cee ee cere etree tere eeeeeer reece 


(Concluded on page 38) 
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been worked into the fabric of life insurance, 
so that we now have practical solutions in 
whole or in part, of many of the problems of 
our people. During the administration of the 
affairs of the National Association of Life Un- 
derwriters, which is just now beginning, there 
will be emphasized the two broad lines of activ- 
ity above referred to, namely, professional 
training of life underwriters, so that ultimately 
the public may recognize us as_ professional 
men and women, and additional emphasis upon 
the important contacts we can make with the 
other social institutions of our various com- 
munities. 

Many local associations of life underwriters 
have yet to form such group working-agree- 
ments between themselves and other groups, as 
are so effectively developed in Detroit, Seattle, 
Pittsburgh and other local associations. The 
standing committees of the National Associa- 
tion will propose an enlargement of these activi- 
ties, and will suggest definite methods and pro- 
vide workable programs. 

What would be our status to-day as under- 
writers, if it had not been for the thirty-six 
vears of National and local association activi- 
ties? Ethical standards, educational methods, 
public approval and social group contacts are 
all a quarter-century ahead by virtue of these 
activities. We have traveled from discord to 
accord; from a mere “selling game” to a pro- 
Tession. 

As a developer of men and of sound prac- 
tices and of social contacts, the National and 
local associations deserve the support of al] 
well-meaning agents and managers, and the en- 
couragement of all legal reserve life insurance 
companies. 
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Don’t Strike a Match—Shoot-a-Lite 


We Can Greatly Reduce 
Our Appalling Fire Losses 


We destroy annually, thousands of human lives and 
untold millions of dollars worth of property, through our 
free, reckless and unnecessary use of matches. ,..j 


That being true, why not encourage the use of a match 
substitute, if there be one which is efficient, convenient, 
economical and absolutely safe? 


Here is a device whose general use would greatly reduce 
the devastating results of our terrible national calamity. 


We recognized the fact that the near 

Nad i future would see a widely awakened 
BR ts interest in fire prevention. We found 
in Shoot-a-Lite, an ideal match- 
less lighter, one which is 
greatly needed and also 
greatly wanted. We 
bought it as a 
business. 







This sturdy, durable lighter 
will infallibly light gas jets, 
gas ovens, gas fire logs, gas 
water heaters, alcohol lamps 
and gasoline and acetylene 
torches. It shoots its light in 
volume, just where the light 
is wanted. 


Shoot-a-Lite will not even 
scorch paper, fabric or the 
human skin. It is absolute- 
ly safe in the hands of the 
smallest children, who, like 
grown-ups, love to use it. 


An expert on matchless lighters, one who has for years 
studied the subject here and abroad, recently said: 


“There are many cigar lighters on the market. 
Which is the best is a question. In the gas lighter 
field, Shoot-a-Lite is years ahead of everything 
else and 1s likely to be for years to come.” 


Shoot-a-Lite is used instead of matches, in the labora- 
tories of the world’s largest manufacturers. It us en- 
dorsed by Good Housekeeping, Ladies’ Home Journal 
and Modern Priscilla. 

With ample production and a sound and intelligent busi- 
ness policy, we have started upon a determination to 
give to Shoot-a-Lite that place in the Sun which its pro- 
nounced merits warrant. ORES? Pee x 


Shoot-a-Lite, packed in attractive individual car- 
tons, makes an ideal premium for the use of fire 
insurance agents. It is a most welcome gift and its 
use in this direction would well serve a two-fold 
purpose. 


Write us in time for Christmas deliveries 


STEVENSON DISTRIBUTING 
CORPORATION 


Brooklyn, N. Y. 


635 Fulton Street 








The Royal Union Life 


Insurance Company 


Des Moines, Iowa 


STRONG AND PROGRESSIVE 


PAID TO POLICYHOLDERS— 


Over $19,000,000.00 


INSURANCE IN FORCE— 
Over $138,000,000.00 


D. C. Costello, Secretary 


A. C. Tucker, President 


Wm. Koch, Vice-Pres. 

















DETROIT FIDELITY AND 
SURETY COMPANY 


Home Office, Detroit, Michigan 
HOMER H. McKEE, President 


Specialists in Fidelity and Surety Bonds exclusively. 
We give SERVICE. This means an increased pre- 


mium account. 


SERVICE is a much abused word—all of us talk it— 
some of us give it. 


We have agency territory available in the following 


North Carolina 
North Dakota 


Massachusetts Ohio 


States: 
Arkansas Kentucky 
California Maryland 
Colorado 
Connecticut Michigan 
Dist. of Columbia Minnesota 
Florida Mississippi 
Illinois Missouri 
Indiana Nebraska 
lowa New Jersey 
Kansas New York 


Oregon 
Pennsylvania 
South Carolina 
Tennessee 
Texas 

Virginia 

West Virginia 


Wisconsin—Wyoming 


Correspondence solicited 


Large qualifying power 
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LIFE INSURANCE EDUCATIONAL SECTION 


The Business Concept of the Home 


By Dr. S. S. Hursner 


Professor of Insurance and Commerce, Wharton School of Finance and Commerce, Univer- 
sity of Pennsylvania 


From an economic standpoint, the home 
should be organized and operated in accordance 
with business principles. Just like any other 
business enterprise, it should be sateguarded 
against financial impairment or bankruptcy 
through the loss of the source of the current 
earning capacity. From an economic stand- 
point, the family is a business partnership, and 
the principles now so generally applied to the 
organization of business enterprises are equally 
applicable to the family relationship. To per- 
mit the starting of the family partnership, the 
cornerstone of society, when the only contrib- 
uted capital is the personal ability, good will, 
and current earning capacity of the breadwia- 
ner, is little short of a crime unless adequate 
provision has been made for a guaranteed po- 
tential estate through the medium of life in- 
surance. 

Life insurance, from a family standpoint, 
constitutes a will under the terms of which the 
family head bequeaths his life value asset to 
wife, children, or other dependents. So much 
emphasis is placed upon the making of wills, 
yet our thought seems to be limited only to the 
bequeathing of material property. Yet in the 
overwhelming mass of cases, the only real 
family asset is the life value asset, and this 
has a monetary worth quite as much as mate- 
rial property. Why should a family head not 
consider this life value asset as important to 
his heirs in the same sense that he regards his 
material possessions as important? And why 
should he not aim to bequeath this asset to his 
heirs in the same sense that he transfers his 
property possessions? This is just what life in- 


Summary of address before the New York Fed- 
eration of Women’s Clubs, October 29, 1925. 








A Record of Service 


The year 1925 marks the seventy-fourth 
anniversary of the Massachusetts Mutual 
Life Insurance Company. Ever since 
1851 this Company has furnished unex- 
celled life insurance protection at a low 
net cost and has maintained its record of 
unswerving loyalty to its policyholders. 
The years have brought wonderful 
growth and prosperity. To-day, asin the 
past, the whole personnel of the Com- 
pany is imbued with the spirit of service, 
a spirit that permeates the entire activity 
of the organization. 


JOSEPH C. BEHAN 
Superintendent of Agencies 

Massachusetts Mutual Life 
Insurance Company 


Springfield, Massachusetts 
Organized 1851 














surance, which is a will with respect to the life 
value asset, enables him to do. 

When the family voyage is under way, it 
needs to be protected against the shortcomings 
of its pilot, whose efforts at accumulation 
through saving are usually little more than 
resolutions easily defeated by the temptations 
to live well in the present and to forget the 
financial responsibilities of the future. When 
starting the family business, the potential es- 
tate is the vital thing, and adequate life insur- 
ance must come in for first consideration, 
before savings are placed in any of the other 
customary channels of investment. 

Every family needs to be budgeted just like 
any other business enterprise. An examination 
of numerous family budgets shows that insur- 
ance and savings are almost invariably set un- 
der separate items. For the overwhelming 
mass of families these two items ought to be 
combined under the one heading of life insur- 
ance, since it represents a judicious combina- 
tion of protection with saving and investment. 
For the great majority of families—the 98 per 
cent—life insurance should be the only method 
of saving and investment during the formative 
years of pecuniary development. It enables the 
family head to avoid the dangers that are so 
apt to defeat his resolution to save on the ye 
hand, and his effort to keep safely invested that 
which he may have succeeded in saving. 

A well ordered family budget should rec- 
ognize the use of the sinking fund method with 
respect to future financial obligations which 
depend upon the continued life of the family 
head. Many of the most important family. ob- 
ligations relate to the future and the present 
should be utilized by accumulating systematic- 
ally out of current income, just as is done in 
business enterprises, the fund necessary to meet 
the particular future obligation at its due date. 
With respect to such mention 
should be made especially of the adequate edu- 
cation of the children, the creation of an emer- 
gency fund against the contingency of the un- 
employment or serious illness of the family 
head during the working period of life, and the 
accumulation of an adequate fund for old age 
support. Insurance against the hazard of pre- 
mature death only is not sufficient. Protection 
against old age dependency is also essential. 
High premium life insurance, with its acecu- 
mulating sinking fund extending over the entire 
working period of life, is the surest and most 
business-like method for amortizing the natural 
depreciation of the human life value. 


obligations, 


E. H. Carmack Dead 
Edward H. Carmack, general agent at Chi- 
cago for the State Mutual Life Assurance 
Company of Worcester, Mass., died Tuesday, 
October 27, 1925. Mr. Carmack had been with 


the State Mutual for more than 25 years. 
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Peoples 
Life 
Insurance 
Company 


$3,483,201.42 on Deposit with the 
Indiana Insurance Department 


$375,907.67 


Indiana 


Surplus Protection to 
Policyholders 


$40,000,000.00 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


Insurance in_ force 


TERRITORY OPEN IN 


INDIANA, OHIO, ILLINOIS, MICHIGA 
ARKANSAS, TENNESSEE, TEXAS A 


A few top notch contracts to Insurance 
Producers with experience, character and 
ability. Address the Company. 














North American 
National Life 
Insurance 


Co. 


Omaha, - Nebraska 


Under new management this 
company is making rapid prog- 
ress and is in position to offer 
liberal General Agency Con- 
tracts. Our Disability Clause is 


a wonderful sales closer. 


Address for further informa- 


tion: 


F. J. Uehling, President. 
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NEW POLICY 





Disability Benefits of 
$15.00 per $1,000.00 
Waiver of Premium 


Broader Double 
Indemnity Clause 


Loans at end 
of 2nd year. 


The 


Manhattan Life 


Insurance Co. 
of New York 











Diabetes Mortality, 1912-1924 


By Freperick L. Horrman, LL.D. 


Consulting Statistician, The Prudential Insurance Company of America 


Recent changes in the diabetes death rate of 
large cities are of profound interest and great 
practical significance to life insurance compa- 
nies and those interested in health-promoting 
activities. Death from diabetes is now pre- 
ventable in a considerable number of cases and 
the effective results of the insulin treatment 
are clearly apparent in the declining death rate 
during the last two years. Between 1912 and 
1922 the diabetes death rate increased from 
15.7 to 22.3 per 100,000 of population. In con- 
sequence of the extensive use which is now be- 
ing made of the insulin treatment the rate de- 
clined to 20.4 during 1923 and to 18.3 during 
1924. The reduction is not as large as had 
been expected or would be the case if insulin 
were used in earlier cases and continued in 
strict conformity to the rules which govern its 
successful administration. For insulin does 
not prevent the onset of diabetes nor does it 
cure the patient of the disease except in per- 
haps 10 to 15 per cent of the cases treated. 
Insulin simply inhibits the further progress of 
the disease and restores the impaired pancreatic 
function to a fair degree of normalcy: 

TABLE 1.—DEATHS FROM DIABETES, 


1912-1924 
American Cities 


Death 

Rate Per 
No. Population Deaths 100,000 
37 18,316,421 2,877 15.7 
37 18,760,482 3,014 16.1 
37 19,194,544 3,268 17.0 
37 19,628,605 3,582 18.2 
37 20,062,667 3,762 18.8 
37 20,496,728 3,728 18.2 
37 20,930,790 3,422 16.3 
87 21,364,851 3,468 16.2 
37 21,798,528 3.931 18.0 
37 22,222,588 4,014 18.1 


28 16,159,349 3,604 22.38 
32 21,619,549 4,412 20.4 
34 22,805,152 4,166 18.3 








263,360,254 47,248 17.9 


Diabetes has much in common with cancer 
in that it is essentially a metabolic disorder 
common among the hyper-nourished, chiefly as 
the result of an excessive indulgence in a car- 
bohydrate diet. Our per capita sugar con- 
sumption during the past twenty years has in- 
creased enormously. The habit of excessive 
candy indulgence is extremely common, particu- 
larly among the young and persons of seden- 
tary habits. The proper diet of the diabetic is 
perhaps the most thoroughly studied nutri- 
tional problem. But much remains to be done 
to make the essential facts clearly compre- 
hensible to the public. 

As shown by the next table (2) the diabetes 
death rate increased in twenty-six cities and 
decreased in forty-two during 1924 compared 
with 1923. This is a remarkable contrast with 
the quite general increase in the cancer death 
rate, which as yet has not measurably been af- 
fected by the propaganda for cancer control. 
The highest death rate for the year occurred 
in Concord, N. H., but considering the small 
actual mortality this is of no particular signifi- 
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cance. The lowest rate was reported for 
Orange, N. J., or only 2.9, which compares 
with an average of 18.3 per 100,000, 

Some of the cities show really remarkable 
decreases in mortality. For the larger Cities 
the decline is less marked. Baltimore de- 
creased its rate only 1.1, Boston only 0.6, Chi- 
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cago 2.8, New Orleans 3.0, New York 3.4, 
St, Louis, 0.8, San Francisco 2.6, and Washing- 
ton, D. C., only 0.5 per 100,000. 

It is evident that in the larger centers of 
population the downward trend of the death 
rate is as yet but a mere indication of what 
the possibilities of universal insulin treatment 
commenced in the earliest stages of the dis- 
ease suggest. Unfortunately there remains 

TABLE 2.—DEATHS FROM DIABETES 


71923 ——_, ———_1924__, 
Number Death Number Death 

of Rate Per of Rate Per 
Deaths 100,000 Deaths 100,000 


AMGANE occa wees 38 32.2 82 26.8— 
Baltimore ........ 195 24.5 190 23.4— 
BostOM cc ecccccs 187 24.1 184 23.5— 
Bridgeport ....... 27 17.0 28 17.2+ 
Buta <.0ccec0.es 112 20.9 105 19.83— 
Cambridge ....... 19 17.0 21 18.74 
CHORED occtexcac 627 21.9 555 19.1— 
Cleveland ~...6:0:65: 160 18.2 152 16.8— 
COWMNDUS? <.0:6 00:06 69 26.8 57 21.7— 
Concord <c<cess- 5 22.8 10 44.54 
Dayton ..ssecore. 28 16.9 36 21.38+ 
DBNGER gc cco eevee 43 15.8 17 6.1— 
Des Moines ..... 27 19.2 15 10.4— 
DONG ccc.0-0.016 nee 171 14.5 139 11.3— 
Elizabeth ........ 15 14.5 9 8.5— 
MAGNO. kite one obi ko 23 22.8 19 18.0— 
Fall Rivet ccccess 26 21.5 30 24.8-+- 
Grand Rapids.... 23 15.7 26 17.4+ 
po —— ee 30 19.7 26 16.7— 
Haverhill, 2.0.5... 4 7.0 10 17.1+ 
HGIMGEE, 5 o.9:¢0e 52: 11 18.0 16 26.0+ 
Jacksonvjlle ..... 21 20.2 10 9.3— 
EARCOUY crea 20 0-¥-s 19 32.3 26 43.4+- 
Los Angeles...... 124 18.5 134 19.3+- 
Ee EE ara 18 15.6 12 10.4— 
McKeesport ..... 9 18.6 13 26.7+- 
Manchester ...... 16 19.6 15 18.2— 
Milwaukee ...... a 15.8 59 11,9— 
Minneapolis ..... 88 21.5 91 21.8+ 
MON esiasdace cs 12 19.0 10 15.6— 
Nashvill@. cscs 28 28.1 18 14.7— 
NUWANE : csc0cccices 66 15.0 69 15.5+ 
New Bedford..... 18 13.8 14 10.5— 
New Haven....... 39 22.6 33 18.8— 
New Orleans..... 86 21.8 75 18.3— 
MOWNOTE. oocs.cc055.< 6 19.0 4 12.5— 
INOWROD, o's oi: 6 12.4 14.3+- 
New Yorks.ss0-06 +: 1,360 22.9 1177 19.5— 
NOSTONE: - ¢ 6 esc00-0s 21 15.8 5 3.6— 
1 re 40 16.6 50 20.2+- 
OPANEe ic co ckecees 8 23:5 1 2.9— 
ERBON nec acsievain 29 20.8 44 31.38+ 
Petersburg ...... a 20.9 5 14.6— 
Philadelphia ..... 335 17.4 845 17.7+ 
Pitishurgh ....... 86 14,1 129 21.0+- 
Bitisheld: <o.ce:cs-2 « 7 15.5 10 21.6-++ 
Providence ...... 71 29.2 48 19.7— 
OC 9 25.1 2 5.6— 
ROADS o:6:6-04:4:00-0 24 21.4 30 26.5-+ 
Rochester ....... 76 23.5 45 13.6— 
St Jospeh ....... 20 25.5 19 24,2— 
St: EOGSs 6c 5 s605-0 160 19.9 156 19.1— 
aE ae 43 17.8 48 19.7+ 
OS Ee ee eee 4 9.5 5 11.9+ 
Salt Lake City... 28 22.0 ry 16.9— 
Dan EGO. <2 ..50.5% 24 27.5 22 24.2— 
San Francisco.... 124 23.0 pa 20.4— 
Savannah ....... 16 17.8 14 15.3— 
re 28 20.0 28 19.8— 
RSMUNER osa.6 sorbs ois 49 14.2 51 14.4+ 
Somerville ....... 18 18.2 7 7.0— 
Springfield, Mass.. 23 16.0 31 20.0+- 
SHORANG  Je:c0c4<< 30 28.5 14 13,.3— 
VLACUSE cdc kc ores 34 18.5 39 20.8+ 
SODONE oS ro.5 avery 4 10 19.1 9 17.0— 
TEROMEOM c5s-5 eis siexs 16 12.6 pa 16.2 

Washington, D. C. 82 gy Be 81 16.7— 
Worcester ....... 36 18.8 26 13.3— 











5,291 20.3 4,863 18.3 


still much indifference and even apathy on the 
part of both the medical profession and the 
public to the supreme importance of early 
treatment in diabetes and rigorous adherence 
to accepted rules of procedure in treatment. 
Self-administration of insulin is often carried 
out very inperfectly. The free distribution of 
insulin through health departments in the care 
of the poor should be much more general. For 
the efficacy of the treatment no longer admits 
of doubt or discussion. ‘Its discovery by Bant- 
ing may well be referred to as one of the 
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greatest triumphs of technical medicine and 
laboratory research of all times. 

In conclusion I include another table (3) 
giving the populations, the deaths and the rates 
for eighty cities, which may be most useful 
for public discussions. The aggregate rates, 
of course, differ slightly for the different tables, 
dealing as they do with varying population 
aggregates. The last table for eighty cities 
gives a rate of 18.2 based on a population of 
28,302,000, while the first comparative table 
based on thirtyfour cities gives a rate of 18.3 
for 1924. It is regrettable that extended rec- 
ords for a larger number of cities should not 
at present be conveniently available: 

TABLE 3.—DIABETES IN 80 CITIES, 1924 








Death 
Per Rate 
Population Deaths 100,000 
POG 5 sachs wishes 119,316 32 26.8 
FANGHIMNOFE  . cxcesaeiees 813,365 190 23.4 
WAVONEE . alietlcvieets 86,596 11 12.7 
WOGOM: socecsece cee 784,378 184 23.5 
io 1, | ie 163,013 28 172 
ee ee 70,695 18 25.5 
IID © acisieia aie uid oa 545,088 105 19.3 
Cambridge sce see 112,047 21 18.7 
CAM a wate. rorcerwei 126,349 29 23.0 
CUICSEE, oakierceecwes 2,900,484 555 19.1 
Cleveland .ccscewex 905,457 152 16.8 
Columbus ..éccscce 262,748 57 91.7 
CENCE Gasccaccunes 22,496 10 44.5 
EOI “cerca oe cedieets 169,160 36 21.3 
RIONUEE ih ceacsenes 276,758 17 6.1 
PORN aaddsdwrewe 1,233,692 139 11.3 
D2 ee 105,992 9 8.5 
NE ac awade aaewaka 105,635 19 18.0 
Fall Rivef cesses 121,209 30 24.8 
Grand Rapids ..... 149,244 26 17.4 
Riasi ~ 6cce cosets 155,892 26 16.7 
Haverhill .ccssce 58,371 10 17.1 
TIGIVGNS dé cosaciavus 61,472 16 26.0 
Indianapolis ....... 349,691 50 14.3 
Jacksonville) ....... 107,178 10 9.3 
Jersey Cty icccc ces 312,202 65 20.8 
Ler) ee ne 98,342 10 10.2 
pe ee 59,938 26 43.4 
Los Angeles ....... 695,383 134 19.3 
EOUmVING <sesceccs 239,675 36 15.0 
GWG sec cancitoe' eds 115,814 12 10.4 
McKeesport ....... 48,730 13 26.7 
WEHGGR wc aceeneewea 51,358 1 1.9 
Manchester ......-- 82,299 15 18.2 
Milwaukee ........ 495,789 59 11.9 
Minneapolis ....... 417,505 91 21.8 
DRQUNEEY, Saox'e?s eae bec 64,206 10 15.6 
NaSHWING bes ceacewe 122,320 18 14.7 
A) re 445,585 69 15.5 
New Bedford ..... 132,719 14 10.5 
New Haven <.a<.s- 175,866 33 18.8 
New Orleans ...... 409,566 75 18.3 
INOWIORE © cs nweneees 31,875 4 12.5 
NUON rao cx aiaed clever: 48,948 7 14.3 
New Vee cncsiccs 6,023,019 1,177 19.5 
NGUMNM  snviseciewns 137,796 5 3.6 
CARE sana ciaaisteeic:s 247,235 50 20.2 
CHANGES oc ocewecees 34,924 1 2.9 
PASGMe  ssccciwa ses 69,332 2 2.9 
Paterse oc cecctecs 140,757 44 31.3 
Petersbtre®  ..ccivce 34,140 5 14.6 
Philadelphia ....... 1,949,870 345 TE4 
PrttsOGrgh  ccicese es 613,708 129 21.0 
PIUGHEIG  iccectiecaxs 46,236 10 21.6 
Providence ........ 244,205 48 19.7 
PUGUMEY vucecdaakens 42,454 0 anaee 
CIES 6 ocean tease 85,956 2 5.6 
NeAGINe .. .cscaseadae 113,279 30 26.5 
ROCHEREEE  kccceccetsceces 331,403 45 13.6 
St, Jecenly wacicciens 78,515 19 24,2 
Sy PM ecekans.s 815,006 156 19.1 
S&.. PaGb sccsci-cacs 244,203 48 19.7 
SAGE c onace wae sede 42,106 5 11.9 
Salt Lake City...... 130,018 22 16.9 
Sate DiegOe osces cares 90,746 22 24.2 
San Francisco ..... 548,044 112 20.4 
SAVANE 5c cieee'c cts 91,577 14 15.3 
a ee ee 141,311 28 19.8 
SOME «a sicawac'yeeere 353,019 51 14.4 
SOMESVING wc ccices es 100,429 7 7.0 
SPONANO | <.cecin vec 105,337 14 13.3 
Springfield, TIIl...... 62,793 10 15.9 
Springfield, Mass... 148,202 31 20.9 
PNSERUNE “onasdivnas's 187,669 39 20.8 
PE i Scien sas 103,517 17 16.4 
POUR ccc eesalenane 277,165 53 19.1 
TONERS Wicewecs veins 53,006 9 17.0 
TUG! inatcek Vx « 129,711 21 16.2 
Washington, D. C... 486,184 81 16.7 
Worcester o.6..é«5- 195,310 26 13.3 
28,302,628 5,150 18.2 
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A Tip for Life Underwriters 


Every insurance salesman who reads with 
thoughtful care the little book entitled “The 
Prosperous Agent” (The Spectator Company, 
$1.50), by William Alexander, will gather in- 
formation of great financial value. For it 
tells the salesman how to achieve success. 

It begins by calling attention to the fact 
that the salesman does all his work with his 
mind, and that his efficiency will depend on the 
skill with which he employs his mind in in- 
fluencing the minds of other people. 

Consequently, the salesman must get well 
acquainted with himself, and learn how to read 
the minds of others. 

Then the author describes the salesman’s 
mental equipment, and, how he can turn to ad- 
vantage all his individual gifts and talents. 

Of these there are many, and it is surpris- 
ing how powerful an influence they have when 
carefully cultivated and shrewdly applied. 

In short, the whole secret of successful sales- 
manship is revealed in the author’s description 
of mental characteristics. 

The price of this book, which is published 
by The Spectator Company, is small, but its 
value to the insurance salesman who gives it 
intelligent study will be great. 


Programs 

Many a good business has gone into the 
ditch because its operations were not based 
upon a definite program. 

A fixed goal is essential, and a carefully 
thought-out program for reaching the goal is 
equally important. 

Very few men have any clearly defined ob- 
jectives in life; and still fewer have worked 
out systems by which these objectives may be 
attained. 

The function of the life insurance man is to 
help people arrange their life programs, and 
to show them how life insurance will fit in 
and guarantee the consummation of their plans. 

You and I are constantly preaching the im- 
portance of the family budget, of a life pro- 
gram; and yet, very few of us are practicing 
what we preach.—Minor Morton in The Ailas, 
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Our selective risk business is gradually in- 
creasing, not only for the reason that our busi- 
ness is increasing from month to month but be- 
cause we are gradually extending our selective 
risk plan throughout our territory. During 
September we did almost one-third as much 
selective risk business as we did in the preced- 
ing four months. Apparently our agents are 
becoming more efficient in developing the in- 


TABLE D—SELECTIVE RISK CAS 


formation, for during September we did almost 
one-third as much selective risk business as we 
did in the preceding four months. Apparently 
our agents are becoming more efficient in devel- 
oping the information, for during September 
we issued standard policies on 87.7 per cent of 
the business submitted, as compared with 94.2 
per cent for the four preceding months, and 
we declined 1.4 per cent as compared with 1 


ES HELD FOR EXAMINATION 


APRIL 1 To AucustT 1, 1925 


Reason for Requiring Examination 


; Information Information 
Applicant’s Agent’s Rec’d from Inspection Rec’d from 
: Total _ Statement Statement Other Companies Report Attending Physician 
No. Amount No. Amount No. Amount No. Amount No. Amount No. Amount 
76 116,500 43 — 69,500 2 4,000 27 39,000 4 4,000 0 0 
3.0% 3.0% 1.7% 1.8% .1% 1% 1.0% 1.0% .2% 1% 


DIsposITION oF SucH CasES HELD FoR EXAMINATION—EXAMINATION REQUIRED BUT NOT RECEIVED 


Reason for Requiring Examination 


’ Information 
Applicant’s Agent’s Rec’d from Inspection 
Tota! Statement Statement Other Companies Report 
No. Amount “* Amount No. Amount No. Amount No. Amount 
16 26,500 . 8,500 1 2,500 9 14,500 1 1,000 
6% 7% "2% 2% 0.0% 1% 4% 4% 0.0% 0.0% 


EXAMINATION REQUIRED BUT INCOMPLETE 


Reason for Requiring Examination 
Information Received 


y Total from Other Companies 
No. Amount No. Amount 

1 = 1,0) ! 1 1,000 
0.0% 0.0% 0.0% 0.0% 


EXAMINATION REQUIRED AND RECEIVED 


Reason for Requiring Examination 
Information Rec’d from 


per cent for the preceding four months. 

As before, most of the information upon 
which modification, rejection or examination j; 
required was due to information given by the 
applicant to the agent. 

We utilize the same form of Part I of the 
application for the selective risk as for the 
regularly examined business. Part II in con- 
nection with the selective risk plan is, of course, 
different, for it must embrace some of the in- 
formation formerly given by the examiner in 
Part III. In the preparation of Part IT for 
our selective risk business we found occasion to 
make few changes in our former Part II used 
in connection with our examined business aside 
from incorporating under Part II certain in- 
formation which was formerly secured by the 
examiner under Part III. We went upon the 
assumption that we required the same informa- 
tion, aside from the examination, in our selec- 
tive risk business as we did for our medically 
examined business. 

From the foregoing it would appear that 
there are very great savings to the company by 
way of examination fees and administrative 
costs. These, no doubt, will be offset to some 
extent, which is more or less problematical at 
the present time, by the intrusion of a propor- 





Total Taken Standard Applicant’s Statement Other Companies Inspection Report tion of lives on a standard basis instead of a 
No. Amount No Amount No, Amount No, Amount No. Amount ‘ P ° 
wee 89,000 30 45,500 19 31,000 8 11,500 3 3,000 substandard basis and the intrusion of some 
i 2.4% oO % of o 39, of oy ; ° : 
e . ge ky a pstandad i os 7 te ‘1% ives on a standard basis which would other- 
4 Amount No. Amount No. Amount No. Amount a ave been rejected. 
33,000 12 20,500 8 11,000 1 1500 Wise have been rejec : 
Ror 0.9% 5% 5% .38% 38% .0% 1% One of the great problems unquestionably 
eclined ° : 
No. Amount No. Amount No. Amount No. Amount will be to train the agent to become a real un- 
8 10,500 7 9,500 1 1,000 Lie Nery 
"3% "3 07 30% "35% 0% 0% derwriter. 
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Fieldmen Profit 
by This 


as 3000%. 


leads in adequate number. It 
much “cold” canvass. 


a good many of the better pro 
casting their lot with us. 


him an agency organization 
three hundred men. 


man’s success. 
T. LOUIS HANSEN, Vice Pres 





In 1924 The Guardian’s Prospect Bureau 
yielded an average profit to fieldmen of 
600% in commissions over their invest- 
ment. In some sections it ran as high 


It is easy to see how the Prospect Bureau 
can be the basis of success. It shortens 
the selling process. It furnishes ‘‘live’’ 


The | Prospect Bureau is one reason why 


comer, a general agent, brought with 


Let us us tell you the whole story of what 
The Guardian is doing to better the field- 
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